





CHICAGO, APRIL 15, 1916. 


$2.00 Per Year. 








No. 48. Improved 
Adjustable “‘S”’ 
Nut Wrench 


Model No, 80 
Otor Wrench. 


Is what every mechanic wants in his tools. 
The wrenches he uses may have a nice appearance 
but what is absolutely essential is that they are 
thoroughly reliable. Hence you may offer with 
confidence 


moe BEMIS & CALL fru 

x) WRENCHES = 

MARK MARK 
Our modern plant equipped with the latest im- 
proved machinery and tools, and experience dating 


back to 1835, enables us to produce wrenches that 
are trim, handy, strong and serviceable. 


With BEMIS & CALL WRENCHES you will be 
able to meet the demands for wrenches of the high- 
est grade, and those are the kind every thoughtful 
mechanic requires. You owe it to yourself to in- 
vestigate promptly. Our latest catalog containing 
descriptions and illustrations of all styles of BEMIS 
& CALL WRENCHES will be sent immediately 
upon request. Write for a copy today. 
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No. 62 
Screw Wrench. 


No. 45. Combination 
Pipe and Nut 
Wrench 


BEMIS & CALL HARDWARE & TOOL COMPANY 


tai 


Springfield, Massachusetts 





ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, PAGES 54 and 55 
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SELLS LIKE HOT CAKES 


STRONG LANGUAGE is not needed to sell DANGLER STOVES. They speak 
for themselves on points of convenience, economy and durability. 


When You Sell 


~ DANGLER 
WICK BLUE FLAME 
OIL STOVES 


A demonstration is usually all that is necessary to 
make the sale. If you must use talk, the DANGLER 


has the talking points. 





Get in line for your share of thewave of national prosperity. It means Immedtate Profits. 
Aside from Immediate Profits you will hold the future good will of the customer to 
whom you sella DANGLER OIL STOVE. Catalogue and Prices cheerfully sent 


on request. 


DANGLER STOVE COMPANY 
Cleyela d Division American Stove Company Ceyelana 
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to ventilate school rooms as to heat them | 


Parents and school officials are realizing that it is just as necessary to ventilate 
school rooms as to heat them—it is plainly evident that foul and vitiated air should 
not be reheated and breathed again and again, but should be passed out of the room 


through a ventilator. 


THE FRONT RANK SCHOOL HEATER AND VENTILATOR : 


has been designed especially to meet the F 
requirements of up-to-date schools. It is Hi 
a simple apparatus, easily controlled, and || 
changes the air several timesan hour. The ! 
inside air is shut off by turning the damper rats 
in the cold air duct, and the entire supply | 

comes directly from outdoors. The smoke | 
pipe passes through the center of vent pipe, 
making it a never-failing, positive ventilator 


JUST AS IMPORTANT " 
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Write us for further particulars 


Haynes - Langenberg 
Mfg. Co. 


St. Louis, Missouri 
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ESTABLISHED 1880 
Representative of 
The Stove Tin Hardware 
Heating and Ventilat- 


ing Interests 
PuBLISHED Every SATURDAY 


Address all communications ana 
remittances to 


DANIEL STERN 


Publisher and Proprietor 
910 South Michigan Avenue 
Chicago Illinois 
25 West 42nd Street, New York 


TERMS OF SUBSCRIPTION IN THE UNITED STATES AND ITs Possessions (Invariably in Advance) ONE YEAR PostaGE Paip $2.00 
ForEIGN COUNTRIES ONE YEAR PosTAGE Parp $4.00 CANADA ONE YEAR POSTAGE Paip $3.00 


Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1879 
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THERE IS one, and only one, way in which any per- 
build up a_ profitable, lasting 
Whether that person is in the manufac- 
turing, business 
doesn't any ulti- 
mate success or failure will depend on 


son can business. 
Building 
on Sound 

Foundation. 


wholesale or _ retail 


make difference—his 
the manner in which regards his relations and obliga- 
tions to his customers. . 

Let him, for instance, be a retail hardware dealer. 
Let him have all the capital that he needs to buy his 
stock at the lowest possible cost. Let him spend all 
the money he pleases for advertising. Let him offer 
his wares at attractively low prices. And yet, it is 
a foregone conclusion that he will fail to build up a 
lasting, profitable business—if he neglects to pay at- 
tention to the many little details that come in under 
the head of “Service.” 

But what is ‘Service’? 

Dr. Noah Webster defines it as “the performance of 
labor for the benefit of another ;” or “‘a useful office ; 
that which promotes interest or happiness.” 

These may be termed technical definitions, but after 
all they come very close to the modern idea of serv- 
ice in merchandizing, as will be seen from the follow- 
ing introduction to an advertisement published recently 
by Down and Gilmore, retail hardware merchants at 
Sandy Lake, Pennsylvania: 


The foundation of any retail business must be service- 
the superstructure must be service and the roof must be 
service. There is an unseen element which enters into every 
retail transaction—the element of service. 

Service is the intangible something which the customer 
Should get with his purchase. It may be only a pleasant 
smile, a friendly greeting, tact, prompt attention, an intelli- 
gent explanation, a helpful suggestion or something equally 
abstract. 

It consists in believing that by helping oneself last by 
helping his customers first wins. The one that derives bene- 
fits from the public owes something in return. 

_ The primary duty of any merchant should be to have 
his customers prosper and to use the experience that he has 
Zained through former dealings to their advantage. 


There is nothing exceptional in this definition given 
by these progressive merchants, and yet, it isn’t so 
very many years since that the rule of “Caveat 
Emptor” was the dominant rule in commercial trans- 
actions. 

In other words, we have progressed from the posi- 
tion that it was up to the buyer to pit his wits against 
the seller’s superior knowledge, and now we frankly 
tell our customers the reasons for the higher or lower 
Prices on the various grades and advise them to our 
best ability as to which particular article will suit their 
Purpose best. 

Incidentally also, there is a distinct step forward in 
this fact that with this new conception of our re- 


sponsibility toward those who buy from us, there has 
also come this condition that mere price is not the 
chief deciding factor—that Service and (Quality are 
equally important—a condition which cannot but im- 
prove our merchandizing methods, for when a sales- 
man is not tied to price proposition—the lowest price 
making the sale—he will as a matter of course lay 
stress upon the really vital features of the particular 
article which he is endeavoring to sell, thus imparting 
useful knowledge as to its uses and purposes to the 
prospective customer and thus make it possible for the 
purchaser to get more service out of the article. 

All of which means greater satisfaction or Service, 
if you please—the only true foundation for substan- 
tial growth in the retail hardware business, and for 
that matter any sort of business. 


In AN address which R. Goodwyn Rhett, President 
of the Chamber of Commerce of the United States, 
recently delivered before the Chicago 


Curing ten : 
5 . . Association of Commerce, he stated that 
Commercial Aik ; fi 
‘ the welfare of this country, in a business 
Diseases. : 


way, depended upon the efforts we make 
and the manner in which make the efforts to eradi- 
cate our commercial diseases—just as a person's phys 
ical welfare depends upon his efforts and the manner 
of his efforts to throw off physical diseases. 

Among these commercial diseases, President Rhett 
names Pessimism, as the first. Pessimism, he says, 
very often masquerades under the name of Conservat- 
ism, but it is a commercial cancer that eats out the 
heart of enterprise, while true conservatism acts as a 
balance wheel upon the business engine. 

Commercial gossip—‘‘knocking” is the name that 
Vresident Rhett uses—is as harmful in its effect as 
Pessimism, because it tends to retard the movement 
for community improvement by imputing improper 
motives to the leaders who give of their time and 
money to make conditions better. 

Then there is the utterly selfish element which is 
always looking for “What do I get out of this?” and 
refuses to cooperate, indeed often interferes when- 
ever anything is being planned and work done for the 
public good. 

All of these “diseases” must be eradicated from the 
commercial body if any community is to flourish in 
dustrially and commercially, to say nothing about the 
much broader spirit of ethical improvement. 

And with the eradication 
eases” will also come the cultivation of a truly co 
operative spirit among the citizens of the community— 


of these evils or ‘“‘dis 
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with the result that conditions will improve materially 
for all the people within the sphere of influence of this 


spirit. 








IN A RECENT advertisement of one of the large Chi- 
cago department stores the following paragraphs were 
a part of the “editorial” which forms the 


Making = introduction to this store’s regular daily 
Collections * ’ 
; advertisement : 
Easier. 


“The fish, with his fish’s brain, must 
do exactly what his fish daddy did. He cannot change 
his actions, or ‘modify his conduct,’ as the scientists 
prefer to say. The dog and the horse, being of a lit- 
tle higher type, can change their actions a little bit. 

“But man can change his whole method of thinking 
—his whole plan of action, his entire system of spend- 
ing or saving—in the flash of an eye. That is what 
his human brain is for. That is its purpose.” 

Many a retailer of hardware keeps on using the 
same methods of conducting his business as were in 
vogue fifty years ago, for no other reason than that 
“his father made money that way, and if it was all 
right for him, it must be all right for the son,” or 
some similarly non-conclusive explanation. In many 
cases, too, no attempt at all is made to give any rea- 
son for thus going along in the same old rut. 

We are too prone to argue that because a rule held 
good a generation ago, it must be equally proper to- 
day. 

We fail to take into consideraiion, for instance, this 
simple fact that while at that time there were no great 
numbers of transient population, especially in the 
rural communities, today a very large share of the 
families and single persons living in any locality this 
year will not be found there next year. 

The old time retailer could afford to “carry” his 
farmer customers from winter to fall, because he 
knew that they would be on hand. and pay their bills 
customers to whom he granted credit—granted is the 
proper word—he knew well and kept close track of, 
when their crops were harvested and marketed. They 
owned the land which they cultivated. Such other 
making certain that their accounts did not grow too 
large. He could do this because there were compara- 
tively few of them. 

Today conditions are different in most of these lo- 
calities: Instead of the farms being operated by 
owners, many of them are rented, one man this year, 
another next—most of the renters with very little 
actual property. They “float” from one locality to 
another. The same applies to the workmen: Here 
today, in some other place tomorrow. 

Isn’t it reasonable to expect that under such condi- 
tions, we as progressive retail merchants should re- 
vise our former methods of granting credit and mak- 
ing collections? 

And yet, in altogether too many instances we allow 
ourselves to follow—not the principle on which our 
predecessors ran their credit departments, but the 
seeming lack of system, for as a matter of fact those 
old time merchants were not so devoid of system or 
method in their business as some of us think: We 
extend credit indiscriminately, without proper in- 
formation as to the customer’s ability to pay or as to 











his reputation for honesty—with the natural result 
that a large proportion of our net profits are offset by 
accounts which are of little or no value. 

If the statements of the advertising man quoted in 
the foregoing is true, and it is, then many of us fail 
to act in accordance with our God-given ability to 
think and act: We take it for granted that because a 
man promises to pay at a certain time he will do so, 
and we fail to make certain that he will live up to his 
promise. 

That is why today, so many of us have so much 
trouble with our collections; we fail to build the 
proper foundation by neglecting to discriminate in our 
granting of credit. 

No man is “entitled” to credit. He must prove that 
he will be able to pay at the time agreed upon and his 
reputation for meeting his ‘obligations must be undis- 
puted. 








ONE OF the principal reasons for the unsatisfactory 
relations which exist in many industrial fields between 
the employer and his employes is found 

Two Sides in the fact that neither the employer nor 

oh the employe have a true appreciation of 

his responsibility toward the other. 

The plaint of the employer is that the average 
worker possesses no loyalty to his employer and has no 
enthusiasm for his work—that he has no interest in 
what he does and thus performs the least work pos- 
sible compatible with holding his job. 

On the other hand, the employe claims that the aver- 
age employer is so greedy that he takes self-sacrificing 
loyalty to his interest as a mere duty which is due him 
because he encloses a certain amount in their pay en- 
velopes on pay-day. 

When we look back into history—whether it be 
that of nations or that of industries—we find that no 
great leader ever had the loyalty of his soldiers or 
employes without first having proven his unfailing 
loyalty to them. 

Napoleon did not demand loyalty from his men. 
He inspired it and they would die for him when they 
would not fight for another general. They knew that 
the “Little Corporal” would remember and reward 
them for their feats of valor. 

Wherever you go—on the field of battle, or in the 
shop, or in the factory, or in a store—the same con- 
ditions obtain: If the employer shows that he is dis- 
posed to treat his men fairly and squarely and thus 
set them an example of loyalty they will meet him on 
the same basis because then they recognize that his in- 
terests are their interests. 

The late Elbert Hubbard, who passed away when 
the ill-fated Lusitania was sunk, in his life and in his 
writings has preached the gospel of right relations be- 
tween employer and employe and it is interesting to 
note that one of his closest associates—James W. 
Beckman, his former secretary—is just as strong an 
exponent of this idea. A recent article entitled “A 
Message From Garcia,” written by Mr. Beckman as 4 
sequel to “A Message To Garcia,” which was written 
many years ago by “the Sage of East Aurora,’ com 
tains the following very direct injunction to the em 
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ployer which may well be taken as a guide for his rela- 
tions with his employes: 


It is the employer’s duty to show his loyalty first. Then 
he will have loyal employes. 

You must give if you should receive. 

The loved ones are those who have loved much. 

If you would be loved by loyal men, you, yourself, must 
be a loving and loyal man. 

It is for the master to set the example for the servant. 
The word “master” means teacher and implies leadership. 

If you would have your men go in the right direction you 
must lead them and point the way. You are not a master if 
you expect to be led. : 

Appreciation is the greatest incentive the world has ever 
known. 

Gratitude gains more than granite. 

If you give a message from Garcia to the man who 
carries a message to Garcia, your reward will be golden and 
your name will be glorified. 








RANDOM NOTES AND SKETCHES. 


BY SIDNEY ARNOLD 
John P. McCrea, the “Messenger of Good Cheer,” 
whose helpful writings have been quoted frequently in 
AMERICAN ARTISAN, was in Chicago recently and I 
enjoyed a pleasant call from him. He tells me that 
business is booming in the “Smoky City,” otherwise 


known as Pittsburgh, where he makes his home. 
* * x 





“Bill” Gormley now feels more at home. He has 
had the Builders’ Hardware display room enlarged to 
twice its previous dimensions, and is now enabled to 
show samples of builders’ hardware to much better 
advantage. 

The Bullard & Gormley Company have found it 
necessary to make a great many other changes and 
improvements on the second floor of their Chicago 
store, 173-175 North State Street and I am told that 
the Builders’ Hardware Department in their retail 
store is busier than ever. 

e © © 

Although there are those who can readily cite any 
number of instances where men notoriously dishonest 
have gained material success, the old proverb, “Hon- 
esty is the Best Policy” still holds good, and even 
these dishonest persons will insist on their fellows and 
employes being honest in dealings with them. 

And when it comes to this point, there isn’t a com- 
munity—large or small— which does not have as its 
foundation a high regard for honesty in dealings be- 
tween individuals and between the community and the 
individual. We regard “Honesty” as the keystone 
which holds the proper position all the other attributes 
of character, so that we consider a person who is a 
“natural liar” as likely to be deficient in any or all of 
those virtues which go to make a man of “good char- 
acter.” 

We are, however, prone to regard with a degree of 
leniency dishonesty against a large business corpora- 
tion, a railroad company, our city, county or state, 
and in this leniency lies a very serious danger, for 
when dishonesty ceases to be regarded as a sign of 
deficiency of character, when this dishonesty is of the 
sort just referred to and when the idea becomes preva- 
lent that questionable dealings of this sort are re- 
spectable, then co-operation between individuals for 
the welfare of all becomes a thing of the past and the 
‘ommunity has lost the only foundation upon which it 
Can progress and prosper. 
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At times I am impressed with the idea that we 
“busy” business men are devoting altogether too much 
of our energy and too many of our waking hours to- 
ward the pursuit of profits—too much to make it pos- 
sible for us to do any successful work towards the 
real betterment of conditions around, to bear our share 
of the burden which must be borne if the world is to 
make any real progress—in anything but a material 
sense. 

I believe that we would be far better off—materially, 
physically, mentally, spiritually—if we would set be- 
fore us an ideal like the one so beautifully set forth 
by Mayo Fessler in a magazine which I have recently 
read, and then work toward that ideal. 

Doesn’t this appeal to you? 

The City of the Future. 


A city sanitary, convenient, substantial; where the houses 
of the rich and poor are alike comfortable and beautiful; 
where the streets are clean and the sky line is clear as country 
air; where the architectural excellence of its buildings adds 
beauty and dignity to its streets; where parks and play- 
grounds are within the reach of every child; where living is 
pleasant, toil honorable and recreation plentiful; where cap- 
ital is respected but not worshipped; where commerce in 
goods is great but not greater than the interchange of ideas; 
where industry thrives and brings prosperity alike to the em- 
ployer and employed; where education and art have a place 
in every home; where worth and not wealth gives standing 
to men; where the power of character lifts men to leadership ; 
where interest in public affairs is a test of citizenship and 
devotion to the public weal is a badge of honor; where gov- 
ernment is always honest and efficient, and the principles of 
democracy find their fullest and truest expression; where the 
people of all the earth can come and be blended into one com- 
munity life; and where each generation will vie with the 
past to transmit to the next a city greater, better and more 


beautiful than the last. 
x * * 


Tuesday, April 11th, was a day of joy and sorrows 
to those who were fighting in the political arena. 
Among those who were on the winning side is my 
good friend George De Forrest Kinney, general man- 
ager of the Culter and Proctor Stove Company, Pe- 
oria, who was elected a Delegate at Large for Illinois 
to the Republican National Convention. George is a 
busy man, sure enough, for in addition to these two 
important offices he is also president of the wholesale 
drug concern of Colburn and Birke Company, Pe- 
oria, and chairman of the Republican State Central 
Committee of Illinois. 

* * so 

Many of us are inclined to go about our business 
with a frown on our faces. Some little thing that 
didn’t go just right will make us appear as if we had 
lost our last friend or as if the world “had a grouch 
against us.” There is too much of a tendency to take 
ourselves and everything too seriously, in spite of the 
fact that the world will manage to get along until our 
good humor returns. 

How much better we would all feel, and how 
much easier our tasks would be if we follow the rule 
laid down in the following bit of verse: 

The Business Smile. 


The thing that goes the farthest ’ 
Towards making life worth while, 
That costs the least and does the most 
Is just a pleasant smile. 

The smile that bubbles from a heart 
That loves its fellowmen 

Will drive away the cloud of gloom 
And coax the sun again. 

It’s full of worth and goodness, too, 
With manly kindness blent— 

It’s worth. a million dollars, and 
Doesn’t cost a cent. 
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JAMES R. McLAUGHLIN. 


A man who for nearly thirty years has been en- 
gaged in the manufacture of sheet metal wares and 
who during that time has been president of several of 
the most important concerns manufacturing house- 
hold utensils, may well be assumed to have more than 
a smattering knowledge of how to produce such 
articles in a first class manner and how to distribute 
them so that those who assist in the distribution will 
make a fair profit and the “ultimate consumer’ re- 
ceives good value for his’ money. 

So far as James R. McLaughlin, the subject of 
this sketch, is concerned, there is no question as to 
the correctness of this supposition: He knows how to 
produce a reliable article; he knows how to market it 
at a profit to all concerned. 

So it is really no wonder 
that he stands today as one of 
the most prominent men in 
the manufacturing field in 
which such wares as enam- 
eled, galvanized, tin, copper 
and aluminum household 
utensils are produced. 

“Mac” was born November 
5, 1860, in Avon, New York. 
Here he grew up, attending 
first the public schools and 
later the Academy of Avon. 

During his early manhood 
he was engaged in different 
enterprises, but in 1887 he 
became connected with the 
field in which he has made 
such a fine record, and on 
August first of that year he 
associated himself with the 
Clifton Springs Manufactur- 
ing Company, Clifton Springs, 
New York. 

May 1, 1891, he changed his location by going the 
short distance of 11 miles to Canandaigua, New York, 
being engaged as a traveling salesman for the Lisk 
Manufacturing Company. At that time the entire 
working force of the Company consisted of nine em- 
ployes. Not being satisfied with working for such a 
small concern, ‘““Mac’’ made up his mind that the best 
thing he could do was to sell so many goods that they 
would have to enlarge their plant and hire more em- 
ployes, and incidentally he made plans for the proper 
arrangement of the new buildings which it was soon 
found necessary to construct to care for the fast 
growing business, so that when he left the Company, 
in 1908, they had one of the largest.and most com- 
plete plants for the manufacture of stamped tinware 





and enamelware, and in conjunction with the Reed 
Manufacturing Company, Newark, New York, only 
a short distance away, the business of which was ab- 
sorbed in the meantime, they employed eight hundred 
workers. 

It goes without saying that ““Mac” did not stand 
still while this was going on: He was promoted from 
one responsible position to another until he became 
president of the Company. 

In October, 1908, he journeyed to the neighboring 
city of Rochester, New York, where he assumed the 
management of the Atlantic Stamping Company, re- 
maining with this concern about seven years. 

October 1, 1915, Mr. McLaughlin incorporated with 
others the McLaughlin Com- 
pany and purchased a very 
desirable factory building at 
Brockport, New York, eight- 
een miles west of Rochester, 
where he is now _ installing 
specially designed machinery 
and tools. It is expected that 
this new plant will be in oper- 
ation sometime next month. 
A line of pieced and stamped 
tinware, galvanized ware, 
three coat enamel hollow 
ware, as well as sheet copper 
and aluminum wares will be 
manufactured. 

There is every reason to 
expect that with “Mac” at 
the head, this new Company 
will quickly become an im- 
portant factor in its field, and 
his many friends will wish 
him the success'to which he is 
so well entitled. 

It might be supposed from 
the foregoing that “Mac” is “working” all the time, 
but he knows that recreation is necessary, and so he 
takes in every baseball game he can possibly attend, be 
it “scrub” or “big league,” and he knows the record of 
passes, hits, putouts, assists and errors of every one 
of the American, National and International leagues. 
Rochester being in the lastnamed organization of pro- 
fessional baseball. 

He is a member of the famous Genesee Valley 
Club, of Rochester, and of the Batavia Club. of Ba- 
tavia, New York, and is prominent among the enevo- 
lent and Protective Order of Elks. 

Wherever “Mac” goes he is sure to find some one 
who knows him—and all of these are prod to call 
him “Friend.” 
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OTTO GEUSSENHAINER. 


It isn’t every boy who is fortunate enough to be 
born on Christmas Day, or possibly the statement 
should be made the other way; at least some boys 
would regard it as a misfortune to have to combine 
their birthday with the Holiday of Kris Kringle, inas- 
much as that might tend to have their parents com- 
bine their birthday presents with those that usually are 
given by Santa Claus. 

Whatever may have been the private opinion of Otto 
Geussenhainer in his boyhood days as to this matter 
he evidently didn’t allow his feelings to affect his good 
nature, nor his cheerful outlook on life, for although 


he is now in his sixtieth year he is about as youthful 


and active and optimistic a man as one can find in a 
day’s journey. 

Judging from his name, one 
would naturally suppose that 
Otto is of the Teutonic race, 
and the supposition is quite 
right. He was born Decem- 
ber 25, 1856, in the little town 
of Burlington, Wisconsin, but 
while he was still a small boy 
his family moved to Sheboy- 
gan, Wisconsin, where he at- 
tended the parochial school of 
the German Reformed School, 
later on going to the public 
school, and of course, he 
learned to read and speak 
German and the Shorter Cate- 
chism, both of which he is 
proud to say that he remem- 
bers to this day. 

After leaving school he 
“secured a position” in the 
store of Herman Voigt, who 
at that time was in business 
at 327 Third Street, Milwau- 
kee, and after a time was privileged to become an ap- 
prentice in his sheet metal shop. 

In 1876 young Geussenhainer entered the employ 
of Francis Geele and became a thoroughly trained 
sheet metal worker in all the branches of the trade. 

It was not until 1905 that he went into business for 
himself, but when he did it was on a large scale, for 
the Prange-Geussenhainer Company, Sheboygan, 
which was organized at that time, is one of the biggest 
concerns of its kind in Wisconsin outside of Milwau- 
kee. The Company has a fine retail store where a 
general line of hardware, stoves, ranges, house-fur- 
nishings, paints and kindred lines are sold, and op- 
erates a large sheet metal shop, specializing on in- 
stallations of heating apparatus of all sorts. 





For many years Mr. Geussenhainer has taken an 
active part in the business, social and fraternal life of 
Sheboygan, always finding it possible to so arrange 
his work that he could give time to the service of his 
fellow citizens. In his younger days he was a mem- 
ber of the Wisconsin National Guard, serving a period 
of ten years. 

In 1888 he was elected to the Common Council of 
his city and served two years, later on being a mem- 
ber of the Board of Supervisors and rendering eff- 
cient service as chairman of the Board of Fire and 
Police Commissioners, which office he held for eight 
years. 

Two years ago he was chosen president of the 
Sheboygan Builders’ Club, 
and in 1915 he was elected 
president of the Sheboygan 
Association of Commerce. It 
goes without saying that he 
could not do justice to these 
important offices—as he has 
done and is doing today— 
were it not for the fact that 
he is thoroughly methodical 
in his own work and business, 
and in this must of course also 
be found the chief reason for 
his personal business success. 

As_ will be remembered, 
Mr. Geussenhainer was elect- 
ed president of the Master 
Sheet Metal Contractors’ As- 
sociation of Wisconsin at 
their annual convention which 
was held on St. Patrick’s Day 
in Milwaukee. Under his able 
leadership there is every rea- 
son to expect that this young 
organization will prosper and 
build well on the foundation laid by his predecessor. 

At the Annual Banquet of the Association he deliv 
ered an eloquent address in which he brought out the 
fact that in the old days the metal worker belonged 
to one of the highly artistic crafts and that today many 
beautiful pieces of art are being produced in sheet 
metal shops. 

As an indication of his thorough fraternalistic 
spirit it is worth noting that he has been a member 
of the Odd Fellows for thirty-eight years, and also 
owes allegiance to the Order of Elks. 

Needless to say, Otto has a large number of friends, 
not only in Sheboygan, but in every place where he 
goes, for he is the sort of man whom men look up to 
and like to be friends with. 
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UP TO THE MINUTE 
NEWS SIFTINGS 











The Biddelman Stove Company, Newark, New Jer- 
sey, has been incorporated to manufacture stoves. The 
capital stock is $125,000.00 and the incorporators are 
Max Biddelman, Joseph E. Cohn and Michael Silver. 
SPECIAL TRAINING AND INSTRUCTION IN 

STRONG POINTS OF STOVES AND 
RANGES MAKES SALESPEOPLE 
MORE PROFITABLE. 





The following letter has been received by AMERICAN 
ARTISAN from a Wisconsin subscriber in which he 
calls attention to the lack of definite knowledge of the 
various lines handled in the average retail hardware 
store among the salesmen and even the owners of 
such stores. In this interesting letter there is a very 
helpful suggestion which if acted upon will materially 
remedy that condition: 

AMERICAN ARTISAN: 

| have read with much interest the recent issues of 
AMERICAN ARTISAN in which were discussed some of 
the ways in which sales of certain specialties usually 
carried in retail hardware stores can be materially in- 
creased through a personal canvass of the community, 
and in each one of them the point has been empha- 
sized that the salesman who acts as a canvasser must 
have an intimate knowledge of the construction and 
the purpose of the particular articles which he is en- 
deavoring to sell. 

As a matter of fact, it is my belief as well as that 
of many who have given the matter any serious con- 
sideration, that not only the salesmen in many retail 
hardware stores but also the owners of these stoges 
are woefully lacking in this important matter. They 
have a smattering, very superficial knowledge of the 
manner of construction in many of the articles car- 
ried in stock in the average retail hardware store, but 
when it is put up to them to really explain the whys 
and wherefores of the construction of any one article, 
they are not able to do so—and as a result many sales 
are lost. 

Take, for instance, an item such as a kitchen stove 
and it is safe to say that not one out of ten salesmen 
in retail hardware stores can satisfactorily explain to 
prospective customers why one stove is likely to burn 
a batch of bread without thoroughly baking it, while 
another stove using less fuel, or at least no more, will 
bake the bread to perfection. 

In like manner there are stoves which either con- 
sume a large amount of fuel in order to keep the fire 
going or else cause frequent trouble by having the fire 
go out. 

The important point for the retail stove salesman 
is to be able to give a true explanation of the causes 
for these differences in quality and service, and un- 


less he is able to make these explanations to the pros 
pect, he is more than likely to lose the sale. 

The wisdom of instructing the salesforce on the 
strong points of the particular line of stoves and 
ranges carried is therefore obvious, but in too many 
cases the owner of the store neglects to do so and 
leaves it very largely to the salesmen to gain this 
knowledge, either while they are endeavoring to make 
sales—which of course is an expensive way—or if the 
salesman has initiative to gain it through reading the 
very carefully prepared descriptive booklets which 
are so liberally furnished by many manufacturers. 

What the owner of the store or the manager 
ought to do is to give his salesmen a regular course of 
mstruction in the important features of his line, fin- 
ishing up with a sort of examination or a series of 
demonstrations by the salesmen, so that he may be 
certain that when a prospective customer comes in 
there will be no hesitancy on the salesmen’s part in 
bringing out these strong features in such an attrac- 
tive manner that the prospect will buy. 

Some time ago, I read an incident which was re- 
lated in AMERICAN ARTISAN of how a Minnesota 
hardware retailer had converted a mail order buyer 
into a home trader in spite of the fact that there was 
a difference of nearly $25.00 between the price which 
the mail order customer had in mind to pay for a 
stove and the sum of money which the dealer must 
receive in order to make a reasonable profit on the 
stove which he had for sale. 

It goes without saying that this Minnesota hard- 
ware man could not have made the sale in the face 
of such a handicap if he had not been thoroughly 
posted on all the strong points of his stove and had 
presented them in such a manner as to bring them 
out in striking and favorable comparison with the 
mail order stove. 

RetAtL STOVE DEALER. 

——__—, Wisconsin, April 7, 1916. 
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COOKING DEVICE PATENTED. 





Arthur Francis Berry, Ealing, England, assignor to 
the General Electric Company, Schenectady, New 
1,178,290 York, has obtained United 











a States patent rights, under 

, number 1,178,290, for a cook- 

# ‘7 @ ing device described in the 
‘ 47] following: An inclosed cook- 
“4 ==. {fF ing apparatus comprising an 
¢ ; - ~ ef outer casing, baffle or parti- 

a tion plates forming a central 

Pd chamber and with the casing 
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==, side passages communicating 
with the central chamber above and below, a cooking 
device mounted in the central chamber, and a per- 
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forated transverse plate seated against the upper ends 
of the baffle plates and formed as a trough for receiv- 
ing a purifying liquid for the gases. 





PATENTS CUT-OFF VALVE FOR GAS RANGES. 





Herman Simke and Julius A. Steller, Bloomington, 
Illinois, have secured United States patent rights, 








1,178,272. 


under number 1,178,272, for a time controlled cut-off 
valve for gas ranges described herewith: The com- 
bination of a valve, means tending to move the valve 
to a given position, a lever connected with the valve 
for holding the same out of such given position, said 
lever having an extremity capable of a limited lateral 
movement, a stationary catch with which the said ex- 
tremity of the lever engages and disengages by lateral 
movement, the lever being normally urged in a direc- 
tion to maintain its engagement with the catch, and a 
clock mechanism including a device for moving the 
catch engaging extremity of the lever out of engage- 
ment with the catch to permit the valve to move. 
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PATENTS ORNAMENTAL DESIGN FOR GAS 
STOVE BASE. 








Herman Waterman, New York City, has been 
granted United States copyright on an ornamental de- 
sign for a gas stove base, under number 48,846. The 
term of patent is seven years. The claim was filed 
January 24, 1916, under the serial number of 74,050. 
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STOVE PASTE DILUTED WITH WATER. 





Pastes for polishing new and old stoves, stove pipe, 
etc., generally must be thinned with benzine before 
they can be applied. The use of 
benzine necessitates, of course, an 
increase in the cost of the polish 
and a fire hazard that must not 
be neglected. These two evils are 
said to be entirely eliminated by 
a paste that is diluted with water 
and at the same time produces a 
shine that cannot be surpassed. 
This polish is the Black Jack 
Water Paste, contained in cans as 
illustrated herewith. In this paste, all the necessary 
ingredients are compounded so that mere dilution 
with water is all that is required, thus, it is stated, 
saving the user the cost of benzine and completely 
removing any fire hazard. Dealers wishing to in- 
vestigate the merits of this polish should write for a 
free sample of the Black Jack Water Paste to the 
Nickel Plate Stove Polish Company, Chicago. 





Can of Black Jack 
Water Paste. 
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WILL ERECT TABLET TO COMMEMORATE 
BENJAMIN FRANKLIN’S INVENTION 
OF MODERN STOVE. 





In the following letter from R. B. Owens, Secretary 
of the Franklin Institute, Philadelphia, it will be noted 
that a tablet commemorative of the invention by Ben- 
jamin Franklin, almost 150 years ago, of the earliest 
form of the modern stove will be erected in the 
Franklin Institute: 

To Mr. DANIEL STERN: 

As a contributor to the fund of $220.00 received 
through Mr. Clarence V. Roberts, for the purpose of 
erecting a tablet commemorative of Benjamin Frank- 
lin’s invention of the earliest form of the modern 
stove, I am requested to express to you the very sin- 
cere thanks of our management. 

Designs for the tablet are being prepared, and later 
[ shall be glad to send you a photograph of the ac- 
cepted design. 

Again thanking you for your interest in the matter, 
believe me, 

Very truly yours, 
R. B. Owens, 
Secretary. 
Philadelphia, April 6, 1916. 
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SECURES PATENT FOR STOVE FRAME. 





Frederic G. Nicolaus, Cleveland, Ohio, assignor to 
the American Stove Company, St. 


Louis, Missouri, 


has secured 
United States 
patent rights, 
under number 


1,178,259, for a 
stove frame de- 
scribed in the 
following: A 
rectangular 
frame compris- 
ing a strip of 
perimeter of the 
frame, one leg of the angle iron having four portions 
equal to a right angle, the other leg of the angle iron 
bent at points located at the apex of the cut-out por- 
tions, the ends of the strip pulled together to cause 
the edges of the cut-out portions to firmly abut and 
the ends fastened together to hold the edges abutting, 
thus holding the frame in its completed shape with the 
edges of all of the cut-out portions firmly abutting. 
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PATENTS ORNAMENTAL DESIGN FOR GAS 
HEATING STOVE. 


Edward G. Germer, Erie, Pennsylvania, assignor to 
the Germer Stove Company, Erie, Pennsylvania, has 
secured United States copyright on the ornamental 
design for a gas heating stove under number 48,819. 
The term of patent is fourteen years. The claim was 
filed September 10, 1915, under the serial number 
of 50,100. 
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THE WEEK'S HARDWARE 
RECORD 


Of Interest to Manufacturer, Jobber and Dealer 











AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 48 to 53 inclusive. 








L. A. Paddock, owner of the Hardware Supply 
Company, formerly located at 720 East 63d Street, 
Chicago, has removed to 510 and 512 East 63d Street, 
where he occupies a fine, new store equipped with the 
most modern fixtures. 

The American Hardware Distributing Company has 
been organized by a number of gentlemen well known 
- in the hardware world. They have secured desirable 
quarters in Suite 406, Cunard Building, Chicago, which 
is the new, modern building to which the Hardware 
Club is about to remove. Several lines of hardware 
specialties have been secured and other lines are in 
negotiation. 
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TEXAS DELEGATES TO THE SOUTHERN 
HARDWARE JOBBERS’ CONVENTION 
WILL HAVE SPECIAL CAR. 


The Texas delegation to the Twenty-sixth Annual 
Convention of the Southern Hardware Jobbers’ Asso- 
ciation, which is to be held at Hotel Tutwiler, Bir- 
mingham, Alabama, April 18, 19, 20 and 21, will 
travel in a special car. 

The delegation will go through Memphis, Tennes- 
see, spending Monday in that city and arriving at 
sirmingham Tuesday morning, April 18th. 
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RAYMOND J. WISE GOES INTO RETAIL 
HARDWARE BUSINESS. 


Raymond J. Wise, who is well known in Hardware 
Circles around Chicago, having been connected with 
his father, Jesse \. Wise, as manufacturers’ agents 
for a number of years, has gone into the retail hard- 
ware business. He has bought an interest in the hard- 
ware store formerly owned by I. O. Graham, at 
Goblesville, Michigan, and has moved there with his 
family to take active charge.of the management of the 
business which is now known as the Wise and Rich 
Hardware Company. His many friends will wish him 
well in his new enterprise. 
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HARDWARE CLUB OF NEW YORK ELECT 
WELL KNOWN MEN OFFICERS 
FOR 1916. 





At the recent annual meeting of the Hardware 
Club of New York the following well known men 
were elected governors for a term of three years: 


Alfred D. Clinch, of Underhill, Clinch and Com- 
pany ; H. H. Condit, assistant manager of H. D. Beach 





Company; Samuel S. Blood, of the American News 
Company ; Julian W. Curtiss, of A. G. Spalding and 
Brother, and William M. Soyer, Jr., of the Rider- 
Ericsson Engine Company. The two first named were 
re-elected. 

The Board of Governors chose the following to 
serve as officers for the ensuing year: 

President—George F. Taylor, manager of the Cor- 
bin Cabinet Lock Company. 

Vice-president—Robert G. Thompson, manager of 
the New York branch of the Lufkin Rule Company. 

Treasurer—Alfred D. Clinch. 

Secretary—H. H. Condit. 

The Hardware Club of New York has a member- 
ship, resident and non-resident, of 632 and is in a very 
flourishing condition. It was organized June 1, 18094. 
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STOVER INTERESTS TO BE MERGED IN NEW 
CORPORATION. 





The Stover Manufacturing Company and _ the 
Stover Engine Works, Freeport, Illinois, are to be 
merged into a new corporation known as the Stover 
Manufacturing and Engine Company. The capital 
stock will be three million dollars. The Stover Man- 
ufacturing Company is well known to the hardware 
trade as manufacturers of many hardware specialties, 
as well as of appliances for fire places, etc. 
o> ___—__ 


PATENTS STOVE LID HANDLE. 





Nick Dumansky, Ormstown, Quebec, Canada, has 
procured. United States patent rights, under number 





1,177,090, for a stove lid handle described in the fol- 
lowing: An attachment for a lid handle comprising 
a clamp member formed of a single piece of sheet 
metal and bent in the form of pairs of lugs at the ends 
at one side thereof and a pair of centrally positioned 
ears at its opposite side and also having bent upposts 
adjacent the said ears and between the ears and one 
pair of end lugs, an engaging arm pivoted between the 
said ears, and a helical spring surrounding the said 
posts and contacting the said clamp and arm. 





We benefit ourselves only as we benefit others. And 
the recognition of these truths is what has today 
placed the business man at the forefront of the learned 
professions—he ministers to’ the necessities of hu- 


manity. 
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Developing Builders’ Hardware Business 
in Rural Localities 


By Wituiam T. GorMLeEy of the Bullard and Gormley Company, Chicago, Illinois. 











Selling Builders’ Hardware is really almost a busi- 
ness in itself and in the larger cities it is developing 
y-CtC~C;:«éG.. into a specialty business, 
M the larger stores establish- 
ing regular departments 
and operating them alto- 
gether separate from the 
other lines carried, with 
specially trained salesmen 
who spend more time out- 
side of the store than inside 
at certain. periods each 
lad year. 
William T. Gormiey. Such stores find it advis- 
able to have special sample rooms where they may 
take customers and display before them the various 
articles that may be included in the order, without hav- 
ing the customers’ attention distracted by what is go- 
ing on in the other parts of the store. 





Usually, it must be remembered, the purchase of a 
full bill of Builders’ Hardware for a house or apart- 
ment building takes up considerable time. 


Some time ago I noticed an article in AMERICAN 
ArTISAN describing the fine store of Chandler and 
Barber, Boston, of which D. Fletcher Barber, Presi- 
dent of the National Retail Hardware Association, is 
the head, and I remember that on the Mezzanine 
floor there was a special section set apart for the 
showing of Builders’ Hardware, with wall cases for 
the samples and tables and chairs for the salesmen and 
customers. This to me seemed an ideal arrangement. 

While the average retail hardware dealer in even 
cities as large as with ten thousand inhabitants might 
not find it profitable to carry the stock and variety 
which is necessary to make a big success of Builders’ 
Hardware, I believe, however, that he can well afford 
to pay more attention to this particular branch of the 
hardware business than most of them are doing ‘now, 
for with a better developed knowledge of Builders’ 
Hardware will also come the ability to advise the cus- 
tomer intelligently as to what he ought to use in order 
to have his interior fittings in harmony with the gen- 
eral style of his home—and with that will also come 
greater profits, because’ then he will be rendering a 
service for which the customer will be perfectly willing 
to pay. 

In too many instances the retail hardware dealer 
looks upon the Builders’ Hardware bill as a small 
adjunct to the contract which he is seeking, for often 
he sells the warm air heater or other heating apparatus 
and installs it; he also furnishes the cornice work and 
roofing, and the amounts which these involve are usu- 
ally much larger than that represented by the Builders’ 
Hardware items—with the result that in order to se- 
cure the contract for the entire job, he frequently sells 


the door locks, hinges, sash locks, etc., practically at 
cost. 

It is true, of course, that in the ordinary farm 
house, or town house, there isn’t a large amount, in 
dollars and cents, of Builders’ Hardware, but is that 
any reason why whatever there is should not be sold 
at a fair profit or that a determined effort should not 
be made to increase the amount by suggesting better 
grades and handsomer and more suitable designs of 
the various items? 

It is to be remembered, however, that in order to 
accomplish these two objects, it is necessary for the 
retail hardware dealer to post himself to a far greater 
extent than is the case now with the average dealer, 
so that he may be in position to render an actual 
service to the customer. 

For instance, he must be able to explain why a cer- 
tain style of lock is necessary for French doors, and 
why no other will do; he must know enough about 
designs and shapes to advise the customer as to those 
most suitable for the general scheme of the building. 

This requires study, and to some dealers it may 
seem too much trouble for the amount of business 
that is to be secured, but the ambitious salesmen and 
owners who will go into the matter in real earnest will 
find that their sales of Builders’ Hardware will not 
only increase in volume but also yield greater profits 
in proportion than formerly. 

In my next article I shall outline some of the 
methods which have been employed by successful re- 
tailers in increasing their business in Builders’ Hard- 
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. 
Chicago, April 10, 1916. 


PATENT GRANTED FOR HINGE CHECK. 


William B. Smith, Danville, Illinois, has secured 
United States patent rights, under number 1,178,460, 
for a hinge check described in the fol- 

1,178.440. lowing: In a hinge check, the combina- 





tion with a barrel adapted to be fixed to 

; the door and provided interiorly with a 
grooved helix, a downwardly spring 
pressed piston mounted within the barrel 
and having a central valved bore, the 
piston stem extending through the upper 
end of the barrel and provided with 
laterally arranged anti-friction members, 
a guiding cap telescopically receiving the 
projecting upper end of the piston, and 
rollers mounted on the stem intermediate 





its ends and traveling within the grooves 


of the helix, substantially as described. 
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AMERICAN ARTISAN AND HARDWARE 
RECORD is the only publication containing west- 
ern hardware and metal prices corrected weekly. 
You will find these on pages 48 to 53 inclusive. 








L. A. Paddock, owner of the Hardware Supply 
Company, formerly located at 720 East 63d Street, 
Chicago, has removed to 510 and 512 East 63d Street, 
where he occupies a fine, new store equipped with the 
most modern fixtures. 

The American Hardware Distributing Company has 
been organized by a number of gentlemen well known 
- in the hardware world. They have secured desirable 
quarters in Suite 406, Cunard Building, Chicago, which 
is the new, modern building to which the Hardware 
Club is about to remove. Several lines of hardware 
specialties have been secured and other lines are in 
negotiation. 
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TEXAS DELEGATES TO THE SOUTHERN 
HARDWARE JOBBERS’ CONVENTION 
WILL HAVE SPECIAL CAR. 


The Texas delegation to the Twenty-sixth Annual 
Convention of the Southern Hardware Jobbers’ Asso- 
ciation, which is to be held at Hotel Tutwiler, Bir- 
mingham, Alabama, April 18, 19, 20 and 21, will 
travel in a special car. 

The delegation will go through Memphis, Tennes- 
see, spending Monday in that city and arriving at 
sirmingham Tuesday morning, April 18th. 
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RAYMOND J. WISE GOES INTO RETAIL 
HARDWARE BUSINESS. 


Raymond J. Wise, who is well known in Hardware 
Circles around Chicago, having been connected with 
his father, Jesse V. Wise, as manufacturers’ agents 
for a number of years, has gone into the retail hard- 
ware business. He has bought an interest in the hard- 
ware store formerly owned by I. O. Graham, at 
Goblesville, Michigan, and has moved there with his 
family to take active charge.of the management of the 
business which is now known as the Wise and Rich 
Hardware Company. His many friends will wish him 
well in his new enterprise. 
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HARDWARE CLUB OF NEW YORK ELECT 
WELL KNOWN MEN OFFICERS 
FOR 1916. 





At the recent annual meeting of the Hardware 
Club of New York the following well known men 
were elected governors for a term of three years: 

Alfred D. Clinch, of Underhill, Clinch and Com- 
pany; H. H. Condit, assistant manager of H. D. Beach 





Company; Samuel S. Blood, of the American News 
Company ; Julian W. Curtiss, of A. G. Spalding and 
Brother, and William M. Soyer, Jr., of the Rider- 
Ericsson Engine Company. The two first named were 
re-elected. 

The Board of Governors chose the following to 
serve as officers for the ensuing year: 

President—George F. Taylor, manager of the Cor- 
bin Cabinet Lock Company. 

Vice-president—Robert G. Thompson, manager of 
the New York branch of the Lufkin Rule Company. 

Treasurer—Alfred D. Clinch. 

Secretary—H. H. Condit. 

The Hardware Club of New York has a member- 
ship, resident and non-resident, of 632 and is in a very 
flourishing condition. It was organized June 1, 1894. 
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STOVER INTERESTS TO BE MERGED IN NEW 
CORPORATION. 





The Stover Manufacturing Company and _ the 
Stover Engine Works, Freeport, Illinois, are to be 
merged into a new corporation known as the Stover 
Manufacturing and Engine Company. The capital 
stock will be three million dollars. The Stover Man- 
ufacturing Company is well known to the hardware 
trade as manufacturers of many hardware specialties, 
as well as of appliances for fire places, etc. 





PATENTS STOVE LID HANDLE. 


Nick Dumansky, Ormstown, Quebec, Canada, has 
procured. United States patent rights, under number 





1,177,090, for a stove lid handle described in the fol- 
lowing: An attachment for a lid handle comprising 
a clamp member formed of a single piece of sheet 
metal and bent in the form of pairs of lugs at the ends 
at one side thereof and a pair of centrally positioned 
ears at its opposite side and also having bent upposts 
adjacent the said ears and between the ears and one 
pair of end lugs, an engaging arm pivoted between the 
said ears, and a helical spring surrounding the said 
posts and contacting the said clamp and arm. 
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We benefit ourselves only as we benefit others. And 
the recognition of these truths is what has today 
placed the business man at the forefront of tlie learned 
professions—he ministers to’ the necessities of hu- 
manity. 
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Developing Builders’ Hardware Business 
in Rural Localities 


By Wi uiam T. Gorm.ey of the Bullard and Gormley Company, Chicago, Illinois. 








Selling Builders’ Hardware is really almost a busi- 
ness in itself and in the larger cities it is developing 
— into a specialty business, 
y the larger stores establish- 
ing regular departments 
and operating them alto- 
gether separate from the 
other lines carried, with 
specially trained salesmen 
who spend more time out- 
side of the store than inside 
at certain. periods each 
year. 

Such stores find it advis- 
able to have special sample rooms where they may 
take customers and display before them the various 
articles that may be included in the order, without hav- 
ing the customers’ attention distracted by what is go- 
ing on in the other parts of the store. 

Usually, it must be remembered, the purchase of a 
full bill of Builders’ Hardware for a house or apart- 
ment building takes up considerable time. 





William T. Gormley. 


Some time ago I noticed an article in AMERICAN 
ARTISAN describing the fine store of Chandler and 
Barber, Boston, of which D. Fletcher Barber, Presi- 
dent of the National Retail Hardware Association, is 
the head, and [ remember that on the Mezzanine 
floor there was a special section set apart for the 
showing of Builders’ Hardware, with wall cases for 
the samples and tables and chairs for the salesmen and 
customers. This to me seemed an ideal arrangement. 

While the average retail hardware dealer in even 
cities as large as with ten thousand inhabitants might 
not find it profitable to carry the stock and variety 
which is necessary to make a big success of Builders’ 
Hardware, I believe, however, that he can well afford 
to pay more attention to this particular branch of the 
hardware business than most of them are doing ‘now, 
for with a better developed knowledge of Builders’ 
Hardware will also come the ability to advise the cus- 
tomer intelligently as to what he ought to use in order 
to have his interior fittings in harmony with the gen- 
eral style of his home—and with that will also come 
greater profits, because’ then he will be rendering a 
service for which the customer will be perfectly willing 
to pay. 

In too many instances the retail hardware dealer 
looks upon the Builders’ Hardware bill as a small 
adjunct to the contract which he is seeking, for often 
he sells the warm air heater or other heating apparatus 
and installs it; he also furnishes the cornice work and 
roofing, and the amounts which these involve are usu- 
ally much larger than that represented by the Builders’ 
Hardware items—with the result that in order to se- 
cure the contract for the entire job, he frequently sells 





the door locks, hinges, sash locks, etc., practically at 
cost. . 

It is true, of course, that in the ordinary farm 
house, or town house, there isn’t a large amount, in 
dollars and cents, of Builders’ Hardware, but is that 
any reason why whatever there is should not be sold 
at a fair profit or that a determined effort should not 
be made to increase the amount by suggesting better 
grades and handsomer and more suitable designs of 
the various items? 

It is to be remembered, however, that in order to 
accomplish these two objects, it is necessary for the 
retail hardware dealer to post himself to a far greater 
extent than is the case now with the average dealer, 
so that he may be in position to render an actual 
service to the customer. 

For instance, he must be able to explain why a cer- 
tain style of lock is necessary for French doors, and 
why no other will do; he must know enough about 
designs and shapes to advise the customer as to those 
most suitable for the general scheme of the building. 

This requires study, and to some dealers it may 
seem too much trouble for the amount of business 
that is to be secured, but the ambitious salesmen and 
owners who will go into the matter in real earnest will 
find that their sales of Builders’ Hardware will not 
only increase in volume but also yield greater profits 
in proportion than formerly. 

In my next article I shall outline some of the 
methods which have been employed by successful re- 
tailers in increasing their business in Builders’ Hard- 


ware. 
Wks 4 
e 
Chicago, April 10, 1916. 


PATENT GRANTED FOR HINGE CHECK. 


William B. Smith, Danville, Illinois, has secured 
United States patent rights, under number 1,178,460, 
for a hinge check described in the fol- 





1,178.440. 


lowing: In a hinge check, the combina- 
tion with a barrel adapted to be fixed to 
: the door and provided interiorly with a 
grooved helix, a downwardly spring 
pressed piston mounted within the barrel 
and having a central valved bore, the 
piston stem extending through the upper 
end of the barrel and provided with 
laterally arranged anti-friction members, 
a guiding cap telescopically receiving the 
projecting upper end of the piston, and 
rollers mounted on the stem intermediate 
its ends and traveling within the grooves 
of the helix, substantially as described. 
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EXHIBITS IN AMERICAN ARTISAN 
WINDOW DISPLAY CONTEST 












HANDSOME WINDOW DISPLAY OF GENERAL 
HARDWARE. 

The handsome, interesting window display of hard- 
ware illustrated herewith, was arranged by James E. 
Ferguson for the Jordan Hardware Company, Willi- 
Connecticut, and was awarded Honorable 
AMERICAN ARTISAN Window Display 


mantic, 
Mention in 
Competition. 





arranged respectively with shears, scissors and razor 


strops, and thermometers, open razors and _ safety 
razors. On the right wall various carpenters’ tools 
such as hatchets, saws, pliers, bevels, try-squares, 


levels and dividers were attractively shown. 

The center portion of the background held a dark 
display board, neatly trimmed with other carpenters’ 
tools, including braces, bits, hammers, screw-drivers, 


chisels, etc. In front of this stood a palm in a beauti- 
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Window Display of General Hardware Awarded Honorable Mention in AMERICAN ARTISAN Window Display Competition. 
Arranged by James E. Ferguson for Jordan Hardware Company, Willimantic, Connecticut. 


This window display was quite a novelty and 
aroused much interest, inasmuch as it made use of a 
new wrinkle in window display advertising—that of 
advising the people not to take the trouble to walk 
to the store but to make use of the telephone in order- 
ing articles. The idea was nicely emphasized by a 
large clear sign on the background, the four tele- 
phones and connecting wires on the supports, and the 
large card on the pedestal to the left, bearing the im- 
pressive statement that the store is always as near to 
the customer as the nearest telephone. This method 
of increasing sales is one that is without doubt worthy 
of emulation by other hardware stores. 

The background of the window display was con- 
structed of composition board painted a tan color, 
with black moulding at the top. The two columns 
held the telephones, while the panels at the sides were 


ful jardiniere, with a small electric lamp on each side, 
and below these a board displaying different sizes of 
shears was set up. Two large, inclined display boards 
adjoining the central arrangement showed respectively 
various knives and screw drivers, and various punclies 
and pliers. 

The large pedestal at the left held a scale and the 
large card previously mentioned, and the remainder of 
the floor was neatly and attractively arranged with 


tS 


mounted door knobs, lanterns, vacuum bottles, paints, 


oils, varnishes, snips, oil stones, footballs, boxing 
gloves, shotguns, shell boxes and other hardware 
articles. 

In connection with this window display it is inter- 
esting to note that while ordinarily a general hard- 





ware display lacks genuine attractiveness and drawing 
power, appearing as a confused jumble of articles, the 
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contrary is quite true in this case. The novelty, the 
neatness and the beauty of this window display served 

practically eliminate all these disadvantages, and 
according to the owners, brought highly satisfactory 
results. 





INTERESTING WINDOW DISPLAY OF 
ELECTRIC LAMPS. 
The illustration herewith shows a very attractive 
and interesting window display of electric lamps which 
received Honorable Mention in AMERICAN ARTISAN 
Window Display Competition. It was prepared by 


Frederick A. Harms, the owner of the Harms Hard- . 


ware Store, 2125 West Fort Street, Detroit, Mich- 
igan. 
The background was of composition board, the left 


6O CANDLE POWER 


(mew PLE) 
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lighted and behind the latter there were five different- 
sized lamps which were flashed on in turn, thus mak- 
ing a very interesting arrangement which served to 
show the relative power of the different lamps. 

The panels at the right were made of composition 
board which was neatly covered with announcements 
and picture cards, dealing with the numerous advan- 
tages of the Mazda electric lamps. 

This window display no doubt fully accomplished its 
purpose because it appealed so much to every onlooker. 
The contrast between the old and new styles of elec- 
tric lamps and the much greater efficiency of the latter 
were vividly impressed upon every one who saw the 
window-display, by means of the panels in the back- 
ground, the electrically operated and lighted 
system and the liberal use of dolls of various sorts and 
advertising material. 


railroad 











jy Mi aD 
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OLD STYLE 


Window Display of Electric Lamps Awarded Honorable Mention in AMERICAN ARTISAN Window Display Competition. 
Arranged by Frederick A. Harms for the Harms Hardware Store, 2125 West Fort Street, Detroit, Michigan. 


hand panel picturing Harms Hardware Store, the 
center panel representing a Mazda lamp and the right 
hand panel showing a house lighted with old style 
carbon lamps. These panels were decorated in water 
colors, the center panel being in blue with yellow cen- 
ter and yellow lettering. The lettering above the lamp 
read as follows, “As good as money in the bank. 
Saves for you as it works,” and below the lamp, “Like 
sunlight, clear, white and bright, more light at lower 
cost.” 

The sign at the left was a flash sign operating 
60-watt lamp, while the one to the right operated 
16-candle power carbon lamp. 

In the foreground a miniature toy railway system 
operated by electricity was set up, about which were 
placed small dolls, each standing near a card with an 
appropriate remark regarding the new type electric 


lamps. The 


and_ train 


station were 


electrically 








DANIEL STOLL AND ASSOCIATES FORM 
COMPANY TO MAKE AUTOMOBILE 


PARTS. 
The Buffalo Pressed Steel Company, Buffalo, which 
was recently incorporated by Daniel H. Stoll, R. J. 


MacKenzie and K. B. MacDonald, has taken over the 
business conducted by these three gentlemen for the 
past two years. The products of the Company are 
largely composed of pressed steel parts for automo- 
a substantial expansion being planned. 


Stoll, 


biles, and 
The many 
MacDonald will wish them ieee 

oo — 


The finest printing, like the finest art in any realm, 
the 


friends of Messrs. Mackenzie and 


success. 


is temperate, not to excesses in the form, 


color, or the arrangement of its parts. 


given 
Henry Turner 


Bailey 
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FOLLOWS SUGGESTION OF AMERICAN 
ARTISAN TO BALE ALL WASTE 
PAPER AND NOT BURN IT. 


On page 18 of the April first issue of AMERICAN 
ARTISAN an editorial was published calling attention 
to the shortage of paper making material and urging 
dealers and others to save old paper, turning the same 
through the proper channels back to the paper manu- 
facturers and incidentally making extra profits out of 
the transaction—in accordance with an announcement 
sent out by the Honorable William C. Redfield, Secre- 
tary of Commerce, Washington, D. C. 

The following letter has been received from Hamp 
Williams, the well known retail hardware merchant at 
Hot Springs, Arkansas, expressing the hope that every 
reader of AMERICAN ArtTISAN will heed the advice 
and also refers to a letter sent by Mr. Williams to 
Secretary Redfield, a copy of which is also published 
herewith : 

To Mr. DANIEL STERN: 
Dear Friend: 

The enclosed cdpy is self explanatory. 

I hope that every reader of AMERICAN ARTISAN will 
heed your good advice. Concerted action by the peo- 
ple of this country should reduce the price of paper 


within thirty days. Thanks for the suggestion; I will- 


make something out of it. 
Hamp WILLIAMS. 

Hot Springs, Arkansas, April 7, 1916. 

The letter to Secretary Redfield follows: 
Honorable William C. Redfield, Secretary of Com- 

merce: 

I noticed in AMERICAN ARTISAN AND HARDWARE 
ReEcorD, published in Chicago, issue of April Ist, that 
you had sent out an announcement to the Commercial 
Organizations, asking their co-operation in an effort 
to relieve the shortage of paper. 

Our firm is now trying to procure a small baler for 
baling paper. Personally, I am going to undertake, 
when I get this baler, to secure the co-operation of 
every school child in our city, to the end that we will 
assist in this work. I intend to interest the children 
by creating a fund for their general benefit. Part of it 
will go to the Boy Scouts, part to the Girls’ Camp 
Fire, and such other organizations through which our 
children are benefited. 

Whom shall I write to for prices on paper, baled? 
When we get it ready for shipment? We want to 
get the best prices possible. 

Please give me all the information you can relative 
to this matter and oblige. 

Hamp WILLIAMS. 

Hot Springs, Arkansas, April 7, 1916. 





IVER JOHNSON’S ARMS AND CYCLE WORKS 
INCORPORATED. 





The business of the Iver Johnson’s Arms and Cycle 
Works, Fitchburg, Massachusetts, which was _for- 
merly conducted as a partnership, has been incor- 
porated under the same name with a capital stock 
of $600,000, by John L. Johnson, Walter O. Johnson 
and Mrs. Mary L. Otto. 
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SECURES PATENTS FOR DOOR CLOSING AND 
CHECKING MECHANISM AND 
DOOR CHECK. 


Axel H. Lonbom and George R. Rodgers, Danville, 
Illinois, have been granted United States patent rights, 
1,177,641. 4% 2. » under number 1,177,641 and 
SASS 1,177,642, for a door closing 
and checking mechanism and 
‘7 a door check, respectively, de- 
scribed in the following: 
Number 1,177,641: A door 
closer and check comprising a 





fy 





GY 


Yj>> = | eae 


Le 


Vi] 






SY PO 
RF ARRAN 


N 








OXY, 
es 


WH WE 


SHHooososoooy { 





\) 


Ss & 
Y 
1 « 
{ 






Y 








etl 






. L “aN A YY WLIOOS 
RAM BVVVNN MV DW OW HI Aj'F MW rs s 


aT EY; 
Wak | Pi stationary spindle about which 
9 th | psy . 
\ El = the door is adapted to swing; 
J - Ae . . 
awn ' EF a cylinder carried by the 
NS A . fa 
sx Blt mm door; a piston mounted for 
i 






Vesna OE: ag ane . 
nm OBI ~ ee ae in said iit 
“ys C a segmental gear on said spin- 
~ Willi g g | 

i ww dle; an oscillatory shaft; an 


i operative connection between 
said shaft and said piston 
whereby the latter is reciprocated through oscillation 
of said shaft; and an operative connection between 
said shaft and said segmental gear whereby said shaft 
will be oscillated upon swinging of the door, the last 
mentioned connection comprising a pair of segmental 
gears on said shaft at either side of said first men- 
tioned gear and adapted for meshing with the latter 
during swinging of the door in either direction, sub- 
stantially as described. 

Number _ 1,- 
177,642: In a 
“ door check, the 
combination of 
a casing, an act- 
uating stem 
mounted in said 


1,177,642. 


casing, a cylinder having threaded engagement with 
said casing; a piston mounted in said cylinder, a rigid 
piston stem secured to the piston having means for 
engagement with said actuating stem whereby said 
piston is reciprocated, said piston stem at its rear end 
being enlarged and fitted closely to the side and bot- 
tom walls of said casing, whereby said piston stem 1s 
guided in its reciprocation, substantially as described. 
BROKAW-EDEN MANUFACTURING COMPANY 
MOVES TO ALTON, ILLINOIS. 


The Brokaw-Eden Mfg. Co., manufacturer 01 the 


“Eden” washing and wringing machine, hav: noved 
their plant to Alton, Illinois. Their new factory 15 4 
three-story structure of the most modern con-truction 
and is equipped with the newest types 0! hines. 
Its equipment will be used in the manufacture «1 their 
washing machines and of a new vacuum cleaner, also 
called “Eden.” This is a portable machin: pressed 
steel, nickel-plated, and has many new feature ore 

as sales 


ent from others of its kind. The Compan; 
offices in Chicago at 23rd Street and Wester! venue, 
and in New York City at 39 East 42nd rect, ine 
latter in charge of H. A. Bell. 
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WASHING MACHINE GEARING PATENTED. 


The United States Patent Office has granted pat- 
ent rights, under number 1,178,228, for a gearing to 
William H. George, 
Fairfield, Iowa, assignor 
to The Dexter Company, 
Fairfield, Iowa. It is 
described herewith: In 
a gearing of the class de- 
scribed, in combination 
with a main support, 
horizontal supple- 
mental supports hinged 
to said main support to 
swing about horizontal 





two 





aligned axes, upright, 
alternating, rotary, operating shafts carried by said 
supplemental supports, reciprocating rack bars 


adapted for driving said upright shafts, an upright, 
continuously rotating shaft located intermediate said 
supplemental supports, a crank arm at the upper end 
of said continuously rotating upright shaft, pitman 
rods operatively connecting said crank arm with said 
rack bars, a horizontal operating shaft rotatable in 
either direction and located intermediate said upright 
operating shafts, a third supplemental support carry- 
ing said horizontal operating shaft and mounted on 
said main support to swing in a horizontal plane, 
means for locking said third supplemental support in 
predetermined horizontal positions, an upright second 
continuously rotating shaft with its axis co-axial with 
the axis about which said third supplemental support 
is adapted to swing, a gear at the upper end of said 
second continuously rotating shaft meshing with op- 
positely facing gears on said horizontal operating 
shaft, a clutch feathered on said horizontal operating 
shaft adapted to coact with either of said oppositely 
facing gears, means for controlling said clutch to drive 
said horizontal operating shaft in either direction, and 
a main horizontal power driven shaft operatively con- 
nected to each of said upright, continuously rotating 
shafts. 


STOVE PIPE COATED TO PREVENT 
RUSTING. 





The smoke and gases passing through stove pipe 
naturally exert a corrosive or rusting action upon the 
pipe which 
necessary to remove the damaged 
sections with much trouble and in- 
convenience and them 
with others which soon undergo 
the same experience. One method 
of combating this destructive 
tendency of the smoke and gases 
is used in the Yale Russia Finish 
Patent Lock Stove Pipe which is 


eventually make it 


replace 


coated to prevent rusting and cor- 
rosion. This stove pipe is said 
to be made of a very high grade 
The sections are 





Yale 
Packed in Crate. 


of uniform blue polished steel. 
packed twenty-five or fifty in a crate as shown here- 


Stove Pipe 
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with. The manufacturers state that it is made in all 
sizes and can be obtained from jobbers throughout the 
country. Dealers desiring further particulars may 
address Hemp and Company, St. Louis, Missouri. 





ASH AND GARBAGE RECEPTACLE PATENTED. 


George b. Marx, New York City, assignor to the 
Sanitary Ash and Garbage Can and Wagon Company, 








1,178,480 Fy 
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New York City, has obtained United States patent 
rights, under number 1,178,480, for and 
garbage receptacle described in the following: In a 
garbage receptacle, the combination of a cylindrical 


an ash 


body portion provided with a sliding cover adapted 
to slide over the top of the receptacle to close the 
same, and means pivoted for motion in respect to 
said body portion about an axis fixed relatively there- 
to for supporting said cover after it has been slid 
from over said top. 
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W. BINGHAM COMPANY CELEBRATES ITS 
SEVENTY=FIFTH ANNIVERSARY. 


- 

In April, 1841, William Bingham bought a stock of 
hardware for $13,000 and established the W. Bing- 
ham Company at Cleveland, Ohio. In the seventy- 
five years which have passed since, the business has 
grown from a small local one to an enterprise that 
goes into ten states. 

Commemorating its seventy-fifth anniversary, the 
Company has erected a large new home, eight stories 
high and 100 feet wide in front and eleven stories 
high and 200 feet wide in rear, the length being 435 
feet. Its entire floor area is 660,000 square feet, or 
more than 15 acres. 

While for many years the Company conducted both 
a retail and a wholesale business, the former was 
discontinued on January 1, 1916, and the entire activ- 
ity of the Company is now in the wholesaling of hard- 
ware. . 


~~ 


AMERICAN ARTISAN ADVERTISEMENT 
BRINGS RIGHT MAN. 


To AMERICAN ARTISAN: 

Through a Help Wanted 
AMERICAN ArrTISAN I have secured a young man that 
is O. K. When in need of a man again I will know 
Thank you. 


advertisement in 


how to get one. 
F. R. MEIKLEJOHN. 


Manawa, Wisconsin, April 11, 1916. 
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SECURES PATENT FOR DOOR HANGER. 





Under number 1,178,065, United States patent 
rights have been granted to Howard J. Ferris, Har- 
vard, Illinois, assignor to Hunt, 
Helm, Ferris and Company, 
Harvard, Illinois, for a door 
hanger described herewith: A 
door hanger comprising in com- 
bination, a frame, rollers mount- 
ed in the frame, a member de- 
pending from the roller carry- 
ing frame and provided with 
downwardly extending  sepa- 
rated arms, a block provided 
with trunnions by means of 
which it is pivoted in said last 
named member between the 
arms thereof and also provided with a screw threaded 
perforation therethrough the axis of such perforation 
being located in the same plane as the axis of the 
pivots of the block and at a right angle thereto, a U- 
shaped member having openings alining with the per- 
foration in the block a screw threaded through the 
perforation in the block and having its ends journaled 
in the openings in the U-shaped member whereby 
turning of the screw will cause the block to travel 
thereon and effect transverse adjustment of the parts, 
a bolt having its upper end connected to said U- 
shaped member and extending vertically downward 
in a perforation in the door, and a nut threaded on 
the bolt and lying in an intersecting transverse open- 
ing in the door whereby turning of said nut will cause 
vertical adjustment of the door. 











1,178,065, 


~~ 





FAIRBANKS, MORSE INTERESTS 
CONSOLIDATED. 





The transfer of E. & T. Fairbanks & Company to 
Fairbanks, Morse & Company is now complete, all the 
shares of stock save fifteen having been turned in. The 
following additional directors have been elected: C. 
H. Morse, Jr., W. E. Miller, H. J. Fuller, Thomas Mc- 
Millan and W. S. Hovey, all of Chicago. The direc- 
tors have organized as follows: Frank H. Brooks, St. 
Johnsbury, Vermont, president; C. H. Morse, Chicago, 
vice-president; John C. Clark, secretary; Fred C. 
Beck, treasurer. 
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PATENT ISSUED FOR LOCK. 





Henry G. Voight, New Britain, Connecticut, as- 
signor to Sargent and Company, New Haven, Con- 
rm) necticut, has secured Unit- 

67 1,177,745 ed States patent rights, un- 

2s 
\ . der number 1,177,745, for 

















+ 9 mmm aff ° . . 
. pli, a lock described in the fol- 
ar iii 
i ~ lowing : In a lock, the com- 
| Mp. 2 - | bination of a dead bolt, a 





20 . 
— locking tumbler therefor, a 
of Z ‘4 tumbler for locking said 
20 ° ° e,e 
47, mm locking tumbler in position, 


ys a key having a bit to en- 
gage said last named tumbler and actuate the same to 
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release said first tumbler, and the means interposed 
between the key bit and said first tumbler for posi- 
tively moving said tumbler out of locking engagement 
with the bolt by means of said key; substantially as 
described. 


& 
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SECURES PATENT FOR HAND TOOL. 








William A. Bernard, New Haven, Connecticut, as- 
signor to The William Schollhorn Company, New 
Haven, Connecticut, has se- 
cured United States patent 
rights, under number 1,177,- 
594, for a hand tool de- 
scribed in the following: A 
hand tool, comprising a head 
including spaced parallel 
plates having registering cut 
away portions forming a 
notch entering the head 
from one side and abutment 
plate at one side of the notch 
bridging said plates and 
bearing on the same in an 
edgewise direction relatively 
to said plates, means for de- 
tachably clamping said abutment plate on the edges 
of the head plates, a plunger guided between said head 
plates at the other side of said notch and adapted to 
co-operate with abutment plate, actuating levers for 
said plunger pivoted to the rear portion of the latter, 
and links pivoted to the head on opposite sides of the 
plunger and pivoted to said levers intermediate of the 
ends of the latter; substantially as described. 
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NATIONAL CONVENTIONS TO BE HELD 
IN 1916. 








The following national conventions of associations 
of manufacturers, retailers, and wholesalers of hard- 
ware and kindred lines have been announced: 


American Hardware Manufacturers’ Association, at Bir- 
mingham, Alabama, April 18, 19, 20 and 21, 1916. F. D. 
Mitchell, New York, secretary. 

Southern Hardware Jobbers’ Association, at Birming- 
ham, Alabama, April 18, 19, 20 and 21, 1916. John Donnan, 
Richmond, Virginia, secretary. 

Old Guard Southern Hardware Salesmen’s Association, 
at Birmingham, Alabama, April 19, 1916. George H. Hillman, 
Nashville, Tennessee, secretary. 

National Association of Automobile Accessory Jobbers, 
at Hot Springs, Virginia, May 9, 10, 11 and 12, 1916. William 
M. Webster, Chicago, Commissioner. 

Stove Founders’ National Defense Association, at_New 
York City, May 9, 1916. Robert W. Sloan, Pittston, Penn- 
sylvania, secretary. 

National Association of Stove Manufacturers, at New 
York City, May 10 and 11, 1916. Percival W. Elliott, Boston, 
secretary. 

American Iron and Steel and Heavy Hardware _ 
ciation, at Pittsburgh, May 24, 25 and 26, 1916. Arthur A. 
Chamberlain, New York, secretary. 

National Retail Hardware Association, at Boston, Massa- 
chusetts, June 12 to 15, 1916. M. L. Corey, Argo, Indiana, 
secretary. , 

National Warm Air Heating and Ventilating Associa 
tion, at Detroit, Michigan, June 14, 1916. Allen W. Williams, 
Columbus, Ohio, secretary. 

National Association of Sheet Metal Contractors, 
20, 21, 22 and 28, 1916, at Peoria, Illinois. E. 1. 5¢a 
Philadelphia, secretary. 


June 
brook, 
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National Cash Register Salesmen 
in Quarterly Convention 








There is probably no other concern engaged in sell- 
ing which has been doing and is now doing as much 
to educate its salesmen to serve their customers in the 
best possible manner, than the National Cash Register 
Company, the president of which, John H. Patterson, is 
renowned for his highly progressive ideas on the wel- 
fare of employes and the development of public ideals. 

For John H. Patterson believes in his product. He 
is fully convinced that by perfecting the various types 
of cash registers, each one for its separate purpose, 
he has done more than has been done by any other 
individual to bring business men to realize the value 





John H. Patterson, 
President National Cash Register Company. 


of knowing all they should know about the financial 
end of their business, for the reason that in order to 
sell his cash registers he must first convince his pros- 
pective customer that it is necessary to know how he 
stands at any one time—what his money is being paid 
out for, how the money comes in and for what. 

That is why the salesmen of the National Cash 
Register Company are thoroughly trained on all these 
matters, and that is why they are usually in position 
to be of real service to such retailers and other busi- 
ness men on whom they call. 

At certain intervals each year, The National Cash 
Register Company calls into its headquarters at Day- 
ton its salesmen, sales agents, and sales managers, and 
these men are put through a very strenuous six days 
of schooling under the tutelage of that Master in 
Salesmanship, John H. Patterson. 

Two such conventions were held during March 
this year; at each about four hundred men from the 





selling force were present for special instructions. 

The company has started on a radically new line of 
thought and effort this year, and these two conventions 
were staged to exemplify this new thought. 

Marked improvement has been made in the system 
of Registers for 1916 which surrounded the merchant 
using the Register with so many additional safeguards 
that Mr. Patterson enunciated the principle that the 
new series of machines were more than machines, 
they were a National Public Utility. 

In order to visualize this thought a unique plan was 
adopted, that of a very cleverly staged drama with a 
number of acts and scenes carried through by Presi- 
dent Patterson and employes of the Company. 

The opening scene was a little household squabble 
between an impatient husband and a worried wife 
over the fact that they had been charged a second 
time for goods that they had bought at the local gro- 
cery store and that she had no receipt to show that 
she had paid the money previously. 

The next scene was that of the grocery store at 
which such careless methods prevailed. The grocer, 
Ie. B. Wilson, had an old cash register which did not 
give a receipt and, as a matter of fact, which was 
wholly inadequate to the problems that confronted 
him. A number of acts followed in which all sorts of 
mistakes were made by clerks and by the proprietor ; 
failure to charge goods sent out: failure to remember 
orders sent in by telephone; failure to put money in 
the cash register; and a general carelessness all the 
way along the line. At this juncture Mr. Steffey, a 
National Cash Register man, appears and in a sympa- 
thetic, personal manner, gets the confidence of Mr. 
Wilson by showing him that he is not making the full 
use of his old register and by calling his attention to 
little kinks in the use of the register which he had 
been overlooking, but finally interesting him in the 
new system of registers which the Company had got- 
ten out for 1916 which would eliminate a whole lot of 
the troubles he had been having. Mr. Steffey made a 
date with Mr. Wilson to talk with Mr. Patterson, who 
was the local representative in charge of the sales of 
registers for that city. 

The next scene Mr. Patterson appears in the gro- 
cery store and with the utmost tact and kindliness 
wins Mr. Wilson’s good will and makes him ambitious 
to own a new register, but Wilson tells Mr. Patterson 
that there is simply no use in it, that his wife would 
never consent to spending that money when she needed 
so many things for herself and children. 

The next scene shows Mrs. Wilson in the store and 
Mr. Patterson shows her how the ownership of a new 
register and the adoption of the very complete account- 
ing system that goes with it will save so many leaks 
and losses that she will be able, after a very short time, 
to have her Ford automobile, her piano player, a new 
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hat, and a whole lot of other things which she particu- 
larly desires. 

But still Mr. Patterson senses there is another 
obstacle standing in the way and after a while the 
facts come out. Mr. Wilson and Mrs. Wilson both 
want the register, but they are both afraid that if they 
buy so expensive a piece of machinery the First Na- 
tional Bank, which holds their note for $1,000, and 
which has been renewed several times, would enforce 





Salfesmen of the National Cash Register Company in One of Their Quarterly 


Conventions at Dayton, Ohio. 


the payment of the note. So Mr. Patterson and Mr. 
and Mrs. Wilson call on the cashier of the Jl irst 
National Bank, a part taken by Mr. Bippus, the treas- 
urer of the National Cash Register Company. Little 
by little, Mr. Patterson explains to Mr. Bippus the 
troubles with which Mr. Wilson has been struggling, 
troubles and mistakes and lack of system, which alone 
were responsible for the fact that he was not making 
the money that a man of his ability in his location, 
with his good reputation among the neighborhood 
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away, the register is installed and there is supposed 
to elapse a period of one year. 

At the end of that year the new Wilson store is 
changed to twice the size of the old store, with the 
clerks in neat uniform, with evidences of system and 
order and success and prosperity everywhere, and 


Wilson, frankly, gives the cash register system the 
credit. 


The last scene was in the home of Mr. Wilson. 


~ 


le 
grocer, where Mrs. Wilson was en- 
tertaining a tea party, her guests 
being the wives of other merchants, 
and during the conversation Mrs. 
Wilson gives Mr. Patterson and the 
cash register the credit for the 
splendid change in her affairs; the 
fact that the children were happy 
and well-dressed, and Mr. Wilson 
came home evenings promptly in 
time for dinner and didn't have to 
go back to the store, instead of the 
old regime when he used to sit up 
till midnight over his books after 
the store was closed, and come 
home worried and almost sick. 
During the convention the entire 
group of salesmen was taken on a 
tour through the National Cash Register Works and 
at every department the foreman or some other man 
in charge would explain to them what was going 
on in that department; what economies had been ef- 
fected; and how they were improving the part of the 
machine that was made in that particular department. 
The whole delegation was fed.in a dining room on 
the top floor of the Administration Building, morning, 
noon and evening, and given no opportunity to re- 
turn to town, as every minute of time was taken up 





people should enjoy, and Mr. Bip- 
pus sees the light and not only 
gives his consent to the purchase 
of the register, but tells Wilson 
that he will extend his note and 
lend him enough money to pay 
cash for his register. 

But still there is another obstacle 
in the way and it develops that Mr. 
Wilson is afraid of the wholesale 
house to which he owes quite a lot 
of money. So the three go to the 
wholesale house and have a confer- 
ence with the manager of the credit 
department of that institution. 
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Their reception is exceedingly ! 
chilly, so much so that not one of fi 
tleem is invited even to a chair, but, 
by and by, Mr. Patterson, by the 
exercise of the highest type of business diplomacy, 
wins over the wholesaler to his way of thinking <nd 
gets his consent to the purchase of the register. 

A fourth obstacle then intervenes—a_feilow-mer- 
chant had been an endorser on Mr. Wilson’s note at 
the bank, so they had to see the fellow-merchant and 
get his consent. After all these obstacles are swept 








National Cash Register Salesmen Have Lesson Pointed Out While Passing Trough 


Lumber Yard at Dayton, Ohio. 


from eight-thirty in the morning till late night 
each day. During one night’s session sev: thou- 
sand employes of the Company were ass! bled . 
the auditorium to witness the distributio sem 
annual prizes for best suggestions offered, the first 
prize being $100 and grading down from chat 1 

had been 


{ . 
$5.00. Some fourteen hundred suggestion 
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approved and Mr. Patterson in a neat address told his 
employes that he ascribed the success of the Com- 
pany’s business more to their suggestions and their 
kindly enthusiastic interest in what was going on about 
them than to any other one thing. 

One wall back of the platform or stage of this 
big hall consists of two monstrous panes of plate glass, 
back of which there are a series of projecting moving 
picture machines and here, again, “teaching by the 
eye” was exemplified for every topic that came up 
was illustrated by proper slides or movie films on this 
glass curtain. 

Another means by which Mr. Patterson and his 
associates teach by the eye is the use in every depart- 
ment of large easels on which hang sheets of paper 
about the size of a double page of a newspaper and 
whatever topic is under consideration is always dia- 
gramed, the diagram usually taking the form of a 
pyramid with vertical columns representing the sub- 
divisions of the thought in mind, each column being 
headed by the basic topic of that thought. 

The advertising for the National Cash Register 
Company this year is a working out of the basic 
thought of the National Cash Register system as a 
national public utility. Mediums are used to reach 
the public in order to educate them to the right kind 
of co-operation with the merchants, mainly, to the 
end that they insist that the merchant give them a 
cash register receipt. The public is, also, given an 
insight into the humanitarian side of a system of this 
kind in that it removes from the clerks in any store 
a very curious source of temptation; while, on the 
other hand, it stimulates the sales people in every 
sales organization to a greater personal effort, be- 
cause each salesman knows that a complete and ac- 
curate record of his day’s work will be recorded on 
the register and will there meet the eyes of the pro- 
prietor when he checks up in the evening. This is 
accomplished by giving to each separate clerk in a store 
or a department a drawer of his own; each drawer 
having a distinctive bell with a distinctive sound so 
that no clerk would dare open any other clerk's drawer, 
knowing that the difference in scund would at once 
be detected. Every operation, cash sales, charge sales, 
money paid out, money received on account is recorded 
on a recording page in this machine with the initials 
of the clerk and with other marks indicating the char- 
acter of the transaction, and the register shows at eve- 
ning the totals, not only for each clerk, but for each 
department or stock: total cash received: total cash 
paid out, and total of charge sales made. 

A book is supplied with the register so ruled that the 
Proprietor needs only to set down in certain stated 
columns the figures that he finds cn the total registers 
of the machine and this account must balance. The 
merchant can submit this daily, weekly and monthly 
record to his banker, as a basis of credit. .The 
banker, thus secures accurate, unassailable informa- 
tion, which is so much better than anything that he has 
ever been able to get before from retail merchants that 
his willing co-operation is almost always forthcoming. 

The advertising campaign to the public is flanked by 
an extensive campaign of education in the retailers’ 
Journals, the avowed purpose being not merely the 
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sale of registers but also the education of retail mer- 
chants to safer methods of accounting in general. 





PATENTS RAIL FOR OVERHEAD CARRIERS 
AND SWIVEL PEDESTAL CARRIER. 


Donald E. Willard, Danville, Illinois, assignor to 
Allith-Prouty Company, Danville, Illinois, has pro- 
cured United States patent rights, under numbers 
1,178,196 and 1,178,197, for a rail for overhead car- 
riers and a swivel pedestal carrier, respectively, de- 
scribed herewith: 


Number 1,178,196: A track for overhead carriers, 


comprising a relatively wide horizontal attaching 


”2 











1,178,196 


flange, a vertical web, the lower portion of the web 
being bent outwardly, then inwardly to form a convex 
wheel engaging track, the lower marginal edge of the 
metal being bent to lie in the plane of the web of the 
track and to act as a brace for the wheel engaging 
portion, substantially as described. 
76 ANTBI9T OG x 


@ §, », J 


Number  1,178,- 
197: In a carrier, 
the combination of 
a frame providing 
depending jaws, 
the opposed faces 
of which = are 
curved, journal 
boxes mounted be- 





tween said jaws, the vertical faces of the jaws being 
correspondingly curved,.and axles and wheels car- 
ried by said journal boxes, substantially as described. 





THIS WILL WIN YOU STEADY CUSTOMERS 


The retail hardware dealer is building his business 
on a permanent basis who emphasizes that 100 percent 
pure satisfaction is the aim of his store. The retailer 
who handles good merchandise, featuring those ar- 
ticles advertised in trade papers will have merchan 
dise which gives perfect satisfaction as nearly as it 
can be given. Absolute perfection can never be at- 
tained, so it is evident that there will always be cases 
where the customer is not pleased when he or she 
opens the package containing the purchase. The feel- 
ing against your store generated at such times can be 
ameliorated through the use of a simple label stating: 
“If you are not satified in every particular with this 
purchase, you can exchange it at our store.” 





The best way to get new customers is to hold the 
old ones. 
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RETAIL HARDWARE DOINGS. 


CALIFORNIA, 

L. A. Porter, Anaheim, California, has disposed of his 
implement and hardware business to F. W. Siegel. 

Latrobe-Vaughn and Sons have purchased the hardware 
and plumbing business of C. S. Merrifield, Elsinore. 

INDIANA. 
Inlow Hardware Company, Muncie, suffered a loss by fire 
amounting to $15,000.00. 

O. L. Crain, Zionsville, sold his hardware business to 
Leroy Schrontz. 

IOWA, 

George M. Lathrop, Clarinda, sold his hardware store to 
John F. Driftmier. 

W. J. Farwell, Cumberland, sold a half interest in his 
furniture, undertaking and hardware business to Carl Arnold. 

L. T. Skriveth will open a hardware store in Forest City. 

J. F. Paden and Company, Iowa City, sold out the hard- 
ware business to W. Smith and R. S. Hiatt. 

Coddington and Laird, Janesville, have sold their hard- 
ware store to Thompson and Bloker. 

C. J. Griffin will engage in the hardware business in Des 
Moines. 

I. E. Dissinger bought the implement and hardware store 
of W. H. Carris, at Bouton. 

The Scarville Hardware Company, Scarville, has pur- 
chased the hardware store of Foekes Brothers. 

The Forsyth Hardware Company, which conducts a 
branch store at Colfax, has opened a store in Mitchelville. 

The hardware and implement stock of J. H. Lester, South 
English, was damaged by fire recently. 

Silas Maxson bought a hardware business in Marble 
Rock. 

Citizens Hardware and Furniture Company, Waterloo, 
sold out the business to D. E. Mackie and W. R. Mowbray. 
KANSAS. 

J. F. Gunby, Parsons, has disposed of his hardware stock 
to the Hennigh Hardware Company. 

Charles Duckworth, Cleveland, expects to move to Ne- 
braska shortly and engage in the hardware business. 

Clarence Moore is now in charge of the hardware stock 
at Kincaid, which recently came into the possession of Carl 
Jones. 

J. N. Smith has purchased the stock of the Esbon Hard- 
ware Company, Esbon, and will continue the business under 
the same name. 

MICHIGAN. 

B. H. Segar, Grand Rapids, Michigan, has purchased the 
Cobb hardware stock, of Baldwin, Michigan, and has taken 
possession. 

Silas Endsley and Charles Rose bought the hardware and 
implement business of B: Mix, Nashville. 

MINNESOTA, 

L. W. Schmidt has opened a general store of hardware 
and drugs in Armstrong. 

A. O. Thoreson will open a furniture and hardware busi- 
ness in Rosewood. 

J. M. Henry has bought a hardware business in Brown 
Valley. 

Andrew Roine, Chisholm, has sold his hardware store to 
Steve Stonich. 

M. Forthun is the new owner of the John Loken Hard- 
ware store at Clitherall. 

C. L. Linfoot will engage in the hardware business in 
East Grand Forks. 

F. B. Volz will open a hardware store in Janesville. 

H. O. Wood will engage in the hardware business in 
Lansing. 

John A. Carlson, Plummer, sold his hardware store to 
E. R. Lanager. 

G. L. Johnson, Sauk Rapids, has sold his hardware and 
implement store to the Sauk Rapids Hardware Company. 

Lindert and Bartosch, Walker, have sold their hardware 
business to Bragg and Son. 

The Wyoming Hardware Store has been opened in 
Wyoming. 

I. A. Folstad has purchased the O. E. Erickson hardware 
store in Florence. 

J. R. Irwin, Westport, has sold his hardware and im- 
plement store to Everett E. Jamieson. 

J. J. Vollmers and Company have bought the hardware 
stock of C. Wise & Sons, Lake City. 

F. E. Busse, Stewart, has sold his hardware, implement 
and furniture business to Hoffman and Holzman. 3 

The Home Supply Store, Chisholm, has engaged in busi- 
ness and will handle hardware, vehicles, washing machines, 
sporting goods, etc. 
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C. H. Dietz, Mapleton, has purchased the John Bachtle 
hardware stock and building at Easton for his son, Edward 
Dietz. 

R. A. Candee has bought Mr. Osdoba’s interest in the 
hardware firm of Candee and Osdoba, Wells, and will con- 
tinue the business under his own name. 

C. M. Thompson and Osmund Strand have purchased the 
hardware and implement stock of A. O. Christenson, Milan. 
MISSOURI. 

A. R. Harmon recently purchased the hardware stock of 
J. T. Crawford and Sons, Morrisville. 

H. N. Longfellow bought the implement and hardware 
store of Otto Hamilton, Spickard. 

J. W. Booher, Humansville, has purchased the hardware 
stock of Smith and Bard. 

The Tucker Hardware Company has succeeded the busi- 
ness of Tucker-Thomas Hardware Company, Newton. 

H. B. Davis, who was in the hardware business in Mus- 
kogee, Oklahoma, has opened a store in Eldorado Springs. 

Stephenson and Jones will carry a line of hardware, im- 
plements, sporting goods, etc., in Gentry. 

Chip and Jones, New Hampton, dealers in hardware, 
have dissolved partnership. Denny and Jones will continue 
the business. 

The Smith Hardware Company has succeeded to the 
hardware and implement business formerly owned by Mc- 
Naul and Lee Smith at Maitland. 

Gallagher, Calbert and Huse, Warsaw, are erecting a new 
building for their hardware stock. 

T. D. Southerland, Linneus, recently traded the Corner 
Hardware stock to Benson and Danforth, who in turn dis- 
posed of it to J. F. McAllister. 

MONTANA, 

The Power Jmplement Company will open a hardware 
store in Bozeman. 

Jansen Brothers have put in a stock of house furnishings 
and hardware in Joplin. 

The Saco Hardware, Furniture and Lumber Company 
has been organized in Saco. 

The Strecker Hardware and Furniture Company has 
engaged in business in Conrad. 

H. A. Yotter has become sole owner of the Robertson- 
Yotter Hardware Store, Glasgow. 

NEBRASKA. 

E. A. Roemer has purchased the hardware business of 
Roemer and Masters, Creighton. 

P. C. Schroeder Hardware Company has sold its busi- 
ness at Bertrand to O. A. Hoffstrand and Ernest Schroeder, 
who will operate as the Hoffstrand Hardware Company. 

Will Smith has bought an interest in the Loucks harness 
and hardware business at Monroe. The new firm is Loucks 
and Smith. 

Coge Grahams, Shelton, Nebraska, has sold his hardware 
business to A. V. Rogers. 

A. R. Kovanda, Tecumseh, Nebraska, has sold his hard- 
ware store to C. M. Poe. 

McDougal Brothers, Tecumseh, Nebraska, have sold their 
hardware and furniture store to R. E. Bicknell. 

W. G. Evans has bought the Osborne hardware business 
at Genoa. 

C. O. Keiser, Primrose, sold his hardware business to 
M. Tate. 

White and Stigile, Waverly, sold their hardware busi- 
ness to the Waverly Mercantile Company. . 

A. W. Pekarek has engaged in the hardware business i 
Raymond. 

F. Fischer has been succeeded by Fischer’s Hardware 
Store, Valentine. ; 

John S. Harmon, Tecumseh, has sold his hardware busi- 
ness to J. M. Clark of Auburn. 

Glaser and Son and Kern, Stanton, have purchased the 
Krenzien Hardware Company’s stock. . 

Fred Schmale has purchased the hardware stock of A. F. 
Zager, DeWitt, Nebraska. ; 

F. S. Pearson will engage in the hardware and implement 
business with Ralph Hughes, at Helvey. © . 

C. A. Lewis, Swedeburg, has sold his hardware and im- 
plement stock to Swanson and Hedlund. h 

W. H. Gallaway, Palmyra, has sold the business of the 
Gallaway Hardware and Implement Company to 11s brother, 
Harold E. Gallaway. 

WISCONSIN. 

Hans Peterson, Hammond, has sold his hardware bust- 
ness to R. H. Ludke. G " 

John Sands and Even Johnson have bought the Georg 
Uttormark Hardware Store, at Ladysmith. 


Fred L. Parish, formerly in business at W aupaca, amd 
Lyman Nourse have bought a hardware store 1n A oe 
sortn ° 


Peter Gehl has sold his hardware store in 
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ADVERTISING CRITICISM AND 


COMMENT 


Helpful Hints for the Advertisement Writer 








MUST ANALYZE BUSINESS CONDITIONS TO _ business on Penn Safety Razors and other articles as 
ADVERTISE SUCCESSFULLY. 


Analysis of one’s business is absolutely necessary if 
advertising is to be done intelligently and successfully. 
There are numerous instances where money has been 
wasted because there was no target in the range of the 


ammunition used worthy of the cost. 


Advertising 


that is done from a sense of duty, or because others 
do it, that is just thrown out broadcast without any 
definite knowledge of where it is likely to go, what it 


can possibly accomplish or the 


relation between the 


cost and the probable results has always been and 


always will be disappointing. 


In like manner, it is also necessary to keep in mind 
that in order to bring the most satisfactory results, 
an advertisement must make a specific offer of some 
definite article, properly described and priced. 


x * * 


The unusual always attracts. 
what it is all about. If we see 
join it as a matter of course. 


thing going on that might interest us. 


We want to know 
a crowd gathered we 
There must be some- 
This tendency 


can often be used to good advantage in advertising— 
whether it be the kind that is printed in the newspapers 
or the sort that finds its expression in the window dis- 
plays of a store. McCarroll Brothers, Ottumwa, Iowa, 


made a combination of the two, 


by using a four inch, 


three-column advertisement in the Ottumwa Courier 
to call attention to an unusual demonstration of Penn 
Safety Razors which was recently given in the win- 


dows of their store. 


The feature of this demonstra- 


tion was, as will be noted, the appearance of Klason, 








IS HE HUMAN OR WAX? 


“Glason” the wonderful Automaton, demonstrating 


THE PENN SAFETY 


WATCH OUR WINDOW FRIDAY AND SATURDAY, MARCH 17 AKO 18 
The Razor with the blade that shaves 


Free Trial Allowed and Your Money Back if Not Satisfactory. Price, Com- 
plete, $1. Every Blade Guaranteed 


The most unusual windew attraction ever shown in Ottumwa 
DON’T MISS IT! 


McCARROLL BROS. 322 East Main 








the famous “Human Automaton,” who keeps on- 
lookers guessing as to whether he is a real live 
man or just a wax figure. The advertisement which is 
shown herewith, was exceptionally well prepared, for 
it “tickled” the curiosity nerve by the question in the 
headline, and then it told in crisp, concise terms just 


what the Penn Safety Razor is, 


the price at which it 


can be bought and the broad guarantee under which 
tis sold. It would be difficult to imagine a better com- 


bination, and no doubt McCarroll Brothers had a good 


the advertisement. 
repair department is featured. 


well on the two days. 
*x x 


*K 


Spring is in the air, and the man who has a garden 
is preparing to put it in shape, so that single column 


HUNT & SCHUETZ 


COMPANY 
‘‘Save the Difference.’’ 


Loeie for this ad next Thursday 
evening in The Tribune—Lasts 
One Week, 





STEEL GARDEN HOE 


~~ & 


Steel, garden hoe, splendid handle, 
solid steel blade, just the hoe for 
a small garden, this 20 

week, ach; OMLY.......-.c:ceseeee Cc 





GARDEN RAKE 


A wonder Rake-for the money, pol- 
ished handle, full’ length, maleable 
head. Medium size, hardware 
quality. Value 25c, 

19c 


RRRER WON OMIM or dicieniencascdsessncnes 
“Save the Difference.” 





We will 
Bive a $1.25 
Razor strop 
Free with 
every Ra- 
zor pur- 
chased this 
week, costing $2 or more, 

OI COW CO. soos ssaisvisesninscescasseccns 
“Save this $1.25 Strop. 


SPADING FORK 


A strapped angular tined 
spading fork—a wonder for 
the money. Get one, use it 
for years—don’t be a bor- 
rower. 85c value 


“Save the Difference.” 











OUR NEW PROCESS 
GAS RANGE 


Was awarded this gold 
medal at Panama Expo- 
sition, undoubtedly the 


finest gas range sold in 
Sioux City. Let us show 
you. 





SEE OUR COMBINATION 
GAS AND COAL RANGES— 
A perfect gas range and a perfect 
coal range; take no more = room 
than a first class gas range, won- 
derful results for this kind of 
weather, gas ranges, at— 


$10.50 . $50.00 


NEW DEPARTMENT— 


repair Bicycles, make keys, 





We 


grind knives and shears, open safes, 
Robert Sheets in charge. 


Corner Fourth and Pearl Streets 


WEEKLY SALE—2nd WEEK 











ten-inch advertisement 
Hunt and Schurtz 
Company, Fourth and 
Pearl Streets, Sioux 
City, lowa, in the Sioux 
City Tribune, March 
23rd issue, fits right in 
with the times. Note 
this point—in the small 
column 
inches, seven items are 
Large 


of 


space of ten 
advertised. 
space is not necessary 
in order to advertise 
right, here illus- 
trations are _ used, 
proper descriptions 
specific 
and 
question the 
drew 
suf- 
ficient to pay the cost 
out of the extra profits 
brought in by new cus- 
tomers attracted. 

The only criticism 
that might be made 
does not refer to the 

the 
copy, 


for 


given and 
prices 

without 
advertisement 


trade more than 


quoted, 


nor to 
the 


lay-out, 
writing of 
but to a few misspelled 
words, which no doubt 
are to be charged to 
the 
proofreader. The razor 


compositor and 


strop offered is a good 


idea, as it shows a way 
to do away with price 


cutting and still make 
a special inducement to 


men who shave them- 
selves. The fact that 
combination gas and 
coal ranges are fast 
coming into favor is 
indicated by the sec- 


tion devoted to them 
in the lower part of 


It is also worth noting that the 
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HEATING AND VENTILATING 








STANDARDIZATION OF -WARM _ AIR 
REGISTERS AND CO-OPERATION WITH 
ARCHITECTS URGED FOR ADVANCE 
IN WARM AIR HEATING 
FIELD. 


On pages 38 and 39 of the April 8th issue of 
AMERICAN ARTISAN two letters were published which 
called attention to two important points in successful 
warm air heater installations—the standardization of 
registers, urged by H. D. Campbell, of the Campbell 
Heating Company, Des Moines, lowa, and the need 
for co-operation with architects to secure better pro- 
visions for the installation of warm air pipes to the 
upper floors, set forth by F. B. Karl, Mansfield, Ohio. 

A number of letters have been received by 
AMERICAN ArTISAN, all of which agree with the 
positions taken by Messrs. Campbell and Karl. 

In the following are published letters which have 
been received from Dr. W. I. Colbert, of the Globe 
Stove and Range Company, Kokomo, Indiana; 
Robert P. Burton, 28 West Lake Street, Chicago 
manager of the Magee Furnace Company, Boston and 
Chicago; and V. A. Smith, of the V. A. Smith Com- 
pany, 211 West Lake Street, Chicago: 

Urges Standardization of Warm Air Registers. 
To AMERICAN ARTISAN: 

The letter from Campbell Heating Company, printed 
on page 38 of AMERICAN ArtTISAN of April 8th, turns 
the spot light on one of the weak spots in the furnace 
business. 

There may be others, but I know of only one series 
of base board registers with the throat of the register 
box and the free air space in the register face prac- 
tically the same as the cross section area of the round 
cellar heat pipe. 

The manufacturer of this base board register has 
adopted.a very good numbering system for the register. 
The base board register for a 10-inch pipe is Number 
10, or for a 14-inch pipe is Number 14. 

The lack of standardization, or a better way to 
put it, the failure of the furnace industry to accept 
and use standard engineering information, is the un- 
derlying cause of this and nearly all the other abuses 
that are hurting the furnace business. 

We will be very glad to see manufacturers of regis- 
ters, and of furnace pipe and fittings make up stand- 
ard combinations of heat pipe and registers that could 
have the approval of competent and disinterested engi- 
neers. 

Adoption of such standards would make it possible 
for furnace manufacturers to place ratings on their 
furnaces with a much greater degree of confidence and 
also result in a considerable decrease in the number of 
unsatisfactory furnace installations. 


Hoping that AMERICAN ARTISAN will keep up the 
agitation on base board registers until the important 
manufacturers of this type of registers place on the 
market combinations of register, register box and cellar 
pipe collar that are more nearly correct than they are 
at present. 

Yours very truly, 
GLOBE STOVE AND RANGE CoMPAny, 
per W. F. Covzert. 
Manager Furnace Department. 
Kokomo, Indiana, April 10, 1916. 


Architects Do Not Provide Facilities for Proper Installation of 
Warm Air Heating Apparatus. 


To AMERICAN ARTISAN: 

| gladly avail myself of the opportunity to write a 
few words on one of the “Warm Air’ questions dis- 
cussed in a recent issue of your journal 

I refer to the desirability of influencing architects 
and builders to provide more space for warm air 
risers to second and third floors. 

Unfortunately, for reasons well known to all, archi- 
tects do not regard furnaces seriously as heating medi- 
ums, and while they generally consult with steam and 
hot water engineers as to proper facilities for provid- 
ing heat, they ignore the furnace man and when a 
building is designed to be heated by a furnace, the 
“Hot Air Artist” has to find his own way into the 
upper rooms and is usually compelled to follow devi- 
ous ways, through studdings giving him a capacity of 
about fifteen inches, which is cut down at least 20 
percent by friction when he has to run pipes on a 
level to get from the partitions to the registers. 

I know of only one architect in this great city who 
insists on providing (where by any means possible) 
ample room for 8-inch round stacks giving a capacity 
of nearly so inches. 

It can be done, and what a difference it would make 
if architects generally followed this example. 

If builders and owners could be brought to realize 
the many advantages of warm air heating and the 
manifest advantage of providing equal facilities to 
those given to steam and hot water heating, it would 
revolutionize our branch of the business, bring credit 
to the furnace man and health to the house owner. 

Yours truly, 
Ropert P. BURTON. 

Chicago, April 11, 1916. 


Method for Overcoming ‘‘Riser’’ Trouble. 
To AMERICAN ARTISAN: 

Referring to the letter of F. B. Karl. Mansfield, 
Ohio, published on page 38 of the April 8th issue of 
AMERICAN ARTISAN, we wish to say in our practice 
where we superintend the installation of over 1,00 
heaters a year in Chicago and vicinity, we a'ways try 
to have the ordinary 34-inch partition furred ! inch, 
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or 2 inches larger, giving 41%4 or 5% inches in place 
of 3% inches. This should be very strongly recom- 
mended by all furnace dealers throughout the country. 

The stringer or timber below the joist should not 
be in the way of running a pipe between this timber 
and the floor, between the joist; as using an off-set 
boot usually overcomes the necessity of running below 
the timber. 

The objection to placing the timber up in the joist 
is that often a partition is directly over the timber and 
where this happens, it is impossible to run the heater 
stack either to the first or second floor. 

We believe if you will point out these two facts the 
country trade will understand better how to over- 
come it. . 

In reply to the letter of H. D. Campbell, Des 
Moines, lowa, we would say that as manufacturers 
and users of registers, we at all times advise our cus- 
tomers to use their own judgment in selecting the 
proper size register. 

We do not list our registers according to pipe sizes, 
although a 10x12 register is usually supposed to be 
the proper size to use on a 10-inch pipe, likewise, a 
9x12 base board register for a 9-inch pipe. 

We agree with Mr. Campbell that base board regis- 
ters should be standard, but owing to the fact many 
manufacturers wish to push a specialty, they manufac- 
ture their goods as a specialty, and such rated sizes 
should be ignored by the dealer, and when comparing 
such registers, the dealer should compare actual sizes 
rather than rated sizes. 

You may use our name in connection with this, as 
we feel that it is for the good of the furnace business. 

V. A. SMITH. 

Chicago, April 10, 1916. 
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PATENTS PIPELESS WARM AIR HEATER. 





John Kerch, Akron, Ohio, assignor to the XXth 
Century Heating and Ventilating Company, Akron, 


1,177,779 


Ohio, has procured Unit- 
Lilies 


fie (| States patent rights, 
6 under number 1,177,779 

for a pipeless warm air 
ide heater 


as 
! 
} 





described _ here- 





SF with: In combination, a 





register box for warm air 
embodying side 





| 

i heaters 
Ai 

i walls and a lower wall, 
| ° 

| the lower wall being pro- 





vided with a pair of open- 





ings spaced from each 











other, an inlet pipe for 
cold air communicating 
with one of said openings adjacent one end of the 
box and having the end thereof engaging the side 
wall of the opening, and a discharge pipe for hot air 
extended through the other opening and terminating 
above said first opening at the top of said box, said 
latter pipe being smaller than said box to provide a 
space thereabout for the free circulation of cold air 
during its passage to said inlet pipe, the hot air and 
cold air pipes being so arranged to prevent mixing of 
hot and cold air in the register box. 
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WARM AIR HEATER WITH EFFECTIVE 
HUMIDIFIER. 


The problem of supplying to heated air the 
requisite amount of moisture so essential to health- 





Front Rank Warm Air Heater With Humidifier. 


fulness, has had the attention of many prominent ex- 
perts in the warm air heating field and a number of 
successful types of humidifiers have been brought out. 
Among these is the one shown in the accompanying 
illustration, which is said to embody one of the most 
simple and effective systems ever devised for that 
purpose. The Front Rank system, as it is called, 
consists of the warm air heater and a supply tank. 
By means of a circulating system connected to the 
water main, steam is generated, mingles with the 
warmed air and is equally distributed to the various 
rooms of the house. In this manner, it is affirmed, 
the humidifier will at all times produce the desired 
amount of moisture and no further attention need be 
given to the humidifying of the air. Since the supply 
cf moisture is always in proportion to the amount of 
heat generated, the manufacturers contend that this 
It also 


is said to eliminate the burdensome task of constantly 


system greatly promotes health and comfort. 


filling water pans, and because of its durability and 
service, to amply repay for the expense incurred. 
Dealers are invited to investigate this proposition by 
writing to the Haynes-Langenberg Manufacturing 
Company, 4045-57 Forest Park Boulevard, St. Louis, 
Missouri. 


om 


WRITE FOR THIS DESCRIPTIVE HANGER OF 
MODERN WAY PIPELESS WARM 
AIR HEATER. 





One of the methods by which installers of warm air 
heaters are assisted by the Modern Way I‘urnace 
Company, Fort Wayne, Indiana, in promoting the 
sales of their Modern Way Pipeless Warm Air Heater, 
is a large wall hanger, printed on both sides. On one 
side are shown a number of residences and _ store 
buildings in which the Modern Way Pipeless Warm 
Air Heater is giving satisfactory service, as evidenced 
by the testimonials printed in connection with the pic- 
tures of the various buildings. The reverse of the 
hanger contains a detailed description of the con- 
struction of the Modern Way Pipeless Warm Air 
Heater, together with illustrations of some of the im- 
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portant parts of same. The description is prepared in 
such a way as to furnish the dealer or installer with 
excellent selling arguments and the illustrations really 
“show” the working of the heater and the various 
parts. An important point brought out is the fact that 
every part of the Modern Way Pipeless Warm Air 
Heater is manufactured under the one roof. For 
further particulars dealers should address the Modern 
Way Furnace Company, Fort Wayne, Indiana. 
STEARNS REGISTER COMPANY HAS BEEN 
INCORPORATED BY WELL KNOWN MEN. 





The Stearns Register Company, Detroit, Michigan, 
has been incorporated for $20,000 by the following 
who are well known in the warm air heating field: 
President and Treasurer, Isaac Stearns; Vice-presi- 
dent, L. Stearns; Secretary, A. Lieckfeldt; General 
Manager, J. A. Stearns; Superintendent, W. Anteau. 
President Stearns is also at the head of the Michigan 
Safety Furnace Company. 

The Stearns Register Company will manufacture 
baseboard and wall registers for warm air heating 
installations and have a number of novel and attrac- 
tive designs ready for delivery in full run of sizes 
and finishes. 
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HANDY CELLULOID POCKET CALENDAR 
DISTRIBUTED BY LENNOX FURNACE 
COMPANY. 


The Lennox Furnace Company, Marshalltown, 
Iowa, manufacturers of “Torrid Zone” warm air heat- 
ers, are distributing a handy little souvenir pocket 
calendar of celluloid, showing on one side an illustra- 
tion of one of their warm air heaters and on the re- 
verse a 1916 calendar, together with this request: 
“Write us for the name of our nearest agent.” 
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SUMMER MEETING OF HEATING AND 
VENTILATING ENGINEERS TO BE 
HELD JULY 19 AND 20. 





The Summer Meeting of the American Society of 
Heating and Ventilating Engineers will be held July 
1g and 20 in Detroit, Michigan, where a Chapter of 
the Society was recently organized with fifty mem- 
bers. 





~— == 
~-or 


COOLING OF AIR FOR VENTILATING 
PURPOSES DISCUSSED BY ILLINOIS 
HEATING AND VENTILATING 
ENGINEERS. 





At the regular monthly meeting of the Illinois Chap- 
ter of the American Society of Heating and Ventilat- 
ing Engineers, on Monday, April roth, at the Morri- 
son Hotel, Chicago, “Cooling of Air in Connection 
with Ventilation” was the subject for discussion, the 
leaders being Thomas C. McKee and Ben Nelson. 

An invitation from the newly formed Chapter at 
Detroit, Michigan, to attend the Summer Meeting 
which is to be held in that city July 19 and 20 was 
referred to a special committee, in order that arrange- 
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ments may be made for the members and their ladies 
to make the trip together. 





WARM AIR HEATER WITH FAULTLESS 
GRATE. 





The great improvements which are being made in 
warm air heater construction are evidenced both in 
their increased durability and efficiency and in the 
greatly facilitated care of operation and maintenance, 
For instance, one of the features of the Z-Ro King 
warm air heater is the self-cleaning, anti-clinker re- 
volving triangular grate, said to be so constructed 
that either one of the grate bars can be removed or 
replaced in one minute’s time without disturbing the 
fire, removing a bolt or cotter pin, and without the use 
of any tools whatsoever; the bars, furthermore, are 
strong and solid, revolve either way and will not get 





WARM AIR HEATER BURNING COAL OR GAS 
WITHOUT ANY CHANGE. 





A gas ring built into the lower part of the firepot 
of the Cozy warm air heater is said to make it pos- 
sible to burn either coal or gas without making any 
changes. This, the manufacturers state, is but one of 
the many conveniences afforded by these warm air 
heaters, others of which are: The Duplex grates can 
be replaced without disturbing the fire; the heater has 
a large fuel door with water coil pocket; it is easily 
cased without the use of bolts and the casing fastens 
by door frames; the large door and deep, wide ashpit 
respectively permit quick firing of the fuel and easy 
removal of the ashes. Circulars fully describing the 
Cozy warm air heaters and others of their. large line 
of warm air heaters and stoves can be obtained from 
the Schill Brothers Company, Crestline, Ohio. 

MAKE NO APOLOGY FOR COLLECTING 

ACCOUNTS. 





It has been wisely said that extending credit is one 
thing, and collecting money is another. Our idea is 
that payment of accounts should be demanded with- 
out any apology, and that this phase of business life 
would not trouble the retailers half so much were 
they more matter-of-fact about their collections, and 
did they treat this department of their business more 
seriously. There is no reason why a debtor should be 
offended at being requested to pay, and there is no 
reason why a creditor should feel at all timid about 
asking for what is his due. We have always believed, 
and we still believe, that the dealers are themselves 
mostly to blame for the condition of their books. 
There are many retailers who prosper, but they do 
not permit all the people in the community to live 
at their expense ; they do not permit their capital to be 
absorbed by bad accounts and by charge accounts ge" 
erally. If one dealer can keep control of the business, 
another dealer can.—The Credit World. 

All people have equal luck, only some let their luck 
leak. And the leak usually occurs by way of the 
mouth.—General Joffre. 
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PRACTICAL HELPS FOR THE 
TINSMITH 


PATTERNS FOR RIDGE AND HIP MOULD. So the first thing is to draw a right angle indefinitely, 

















measuring A-B equal to 12 inches, or in this case as 3 
BY O. W. KOTHE. inches, and then measuring the distance A-C as 16 


Replying to the inquiry of the subscriber published inches, or in this case 4 inches, which gives you the 
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Development of Patterns for Ridge and Hip Mould. 


in a recent issue of AMERICAN ARTISAN requesting pitch line B-C. Now at right angles to it draw your 
Patterns for ridge roll on a 4-way hip shown in sketch. section or detail of ridge roll “A,” and divide the half 
The roof is to have 16-inch pitch to the foot, which is circle into equal spaces as shown. From these points 
the same as two-thirds pitch, or 4 on 3. project lines both ways parallel with the pitch line. 
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The next step is to draw the part plan so by extend- 
ing the center line A-C indefinitely, and from the cen- 
ter (a) draw a small outline of your plan to a scale 
drawing, establishing your corners as the heavy dotted 
lines show, as b-c-d-e, thus giving you the miter line 
a-d and a-c. Now reproduce the detail “A” with all 
its points as shown by “B.” Draw the line f-g and 
drop points from section on this lines afterwards 
change this line as h-i and j-k, thus giving you the 
plan view for the ridge, and the miter lines a-m and 
a-n as shown. In this case we will lay out the first hip 
a-D, and from this you will get the idea for laying out 
the second one. 

It will be observed the development for this hip is 
the same as the hip bar for a skylight. We must get 
a diagonal elevation for the miter cut. For this, place 
a paper strip to the left of side elevation as shown by 
X. Now from all points in the ridge section “B”’ drop 
‘ines cutting those in elevation as in points 2’-3’-4’, etc., 
which gives you that ridge miter cut shown from 
1’-6’ in elevation. From each of these points project 
points on the paper strip, as from 1 to 6, and in like 
manner from the bottom end, extend over points from 
1” to B as in points 1’ to 6’. 

Next pin this paper strip down at right angles to 
the plan line a-D as shown by X’, with all its points. 
From these points in paper strip square over lines in- 
definitely at the top and bottom, and then from all 
points in the miter line a-m square out lines at right 
angles to a-B, thus cutting the lines from paper strip 
in points 1’-2’-3’, etc., giving you the first miter cut 
“M.” In like manner square out lines from the heel 
“D,” thus establishing points 1”-2”-3”, etc. Now con- 
nect these points with lines, thus giving you the eleva- 
tion, seeing that all lines are parellel to one another, 
because if they are not, there is a mistake and it must 
be corrected. 

Having these two miter cuts, next square out at 
right angles to a-D all points in the miter line a-n, thus 
cutting the elevation lines and establishing points for 
miter cut “N.” The same holds good for the other 
miter cut on the bottom, squared out on points in line 
D-E, thus cutting slant lines of elevation as shown. 
This gives you that diagonal elevation when looking 
at sectional view of how the miter cuts appear. It will 
be observed in plan the lines F-D-E are merely an 
extension established by erecting a line from B and 
these lines are parallel to the plan line c-d-e. Now by 
drawing the line r-s and transfering the points from 
f-g and squaring them into the diagonal elevation, 
we get the true section “C.” 

The pattern is then laid out by picking the stretch- 
out from “C” and stepping it off at right angles in the 
diagonal elevation, as 6-6, and from these points draw 
your stretchout lines both ways indefinitely. Now from 
every point in the miter line “M” and the first miter 
line of bottom square over lines, cutting those of sim- 
ilar number, thus establishing points 1’-2’-3’, etc., also 
1”-2”-3”, etc. Next square over lines from all points 
in miter line “N” and the last miter line at the bottom, 
thus establishing the points on the other half of pat- 
tern and giving you miter cuts as shown, which is the 
patern for the first hip a-d. The same process would 
have to be repeated for the pattern of hip a-c in plan, 
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only the diagonal elevation wouid be placed at right 
angles to the second hip a-c instead of as in this case 
at right angles to a-B. 

The straight ridge on top hardly requires any pat- 
tern because the miter of hips will cover, and there is 
not enough projection to interfere with overlapping. 
However on the bottom end it may be necessary to 
solder an end piece in, and to lay out this pattern, pick 
all the spaces separately between the lines D-l* and 
B-E of plan and step them off from a center line as 
on line o-p. From these points drop lines, thus cut- 
ting lines projected over from points 1”-2”-3” 
from side elevation. This gives you the end pattern 
as shown. Laps would of course have to be allowed 
and the center line would have to be bent to suit the 
angle I*-D-E of plan. This completes your patterns. 
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CISTERN FILTER PROVIDING CLEAN WATER 
FOR HOUSEHOLD PURPOSES. 





Very few things are more exasperating to the care- 
ful housekeeper than dirty or foul smelling cistern 
water, and yet it 
is said that great 
numbers of them 
are compelled to 
use such water 
each day in the 
year for household 
purposes. The 
highest medical au- 








thorities are re- 
puted to have 
stated that a very 
large percen‘age of 
our most deadly 
and contagious dis- 
eases _ originate 
from polluted water, and if this be true, then no doubt, 
dirty cisterns are responsible for many an illness that 
could easily have been avoided. The cleansing and 
clarifying of the rain water before it enters the cis- 
tern has been a difficult problem, for which the Magic 
Cistern Filter, shown in position herewith, is said to 
provide an inexpensive and thoroughly practical so- 
lution. This device, according to the manufacturers, 
strains and filters every drop of water before it goes 
to the cistern—the automatic strainer removing all 
refuse and the twelve-inch bed of charcoal removing 
all the finer particles of objectionable matter, thus elim- 
inating all disease-breeding refuse and entirely clari- 
fying the water. The Magic Cistern Filter is made of 
rust-resisting iron, and is said to be very easily at- 
tached and requires no manipulation before or after 
rain. Further particulars, price list, etc., can be ob- 
tained from the Springfield Filter Company. Spring- 
field, Ohio. 








Magic Cistern Filter in Position. 
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ENJOYS AMERICAN ARTISAN. 





To AMERICAN ARTISAN: 
I enjoy reading AMERICAN ARTISAN very nit 
MICHAEL SPINNER. 


Gate, Washington, April 5, 1916. 
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- Lecture Prepared for National Association 
of Sheet Metal Contractors 











Qn page 57 of the March 25th issue of AMERICAN 
ArTISAN the second part was published of the third 
lecture prepared by the Lecture Committee of the Na- 
tional Association of Sheet Metal Contractors, of 
which Frank B. Hiller, Cleveland, Ohio, is chairman. 
The first part of the fourth lecture follows herewith: 


Cultivating Friendly Relations Among Competitors and 
Establishing Strength Through Unity. 


Such work is, peculiarly, the function of the Trade Asso- 
ciation. Indeed it may be said that all other activities of 
Trade Associations are subordinate to that of “establishing 
friendly relations,” and that the success or failure of Asso- 
ciation effort will be measured by its success in bringing 
about a happy era of good feeling among naturally com- 
peting members of the same craft. Now, in this connection, 
as in many other activities of life, to speak of a thing or an 
accomplishment is easy, to “deliver the goods” sometimes 
extremely difficult. Let us consider a typical case—that of a 
town or city with a population of anywhere from 20,000 up- 
wards—a community in which no Association of the particular 
trade in mind exists—of the old “free and easy” type, every 
man for himself and the devil take the hindmost. It is 
difficult, at least in our business, to conceive of such a con- 
dition, with the continual expansion of the “National Asso- 
ciation,” and yet this condition of savagery, up to ten years 
ago was the rule rather than the exception. Usually where 
a “national” organization is in the field and properly equipped 
to do its work, such a locality will, sooner or later, come 
under the eye of its vigilant secretary or “business agent.” 
He may already have made the acquaintance of one or more 
members of the trade in an informal way. Correspondence 
with some of the leading men in the business may lead to 
an understanding among these to call a preliminary meeting 
to discuss the subject of organization, resulting in a call to 
all dealers to meet at a certain time and place for a first 
gathering which the representative of the National Associa- 
tion himself will attend and at which he will address the 
men present and assist in perfecting an organization, or, as 
frequently occurs in our business, the matter may be dele- 
gated to some other National officer, residing in the same 
state or in the vicinity. In any case, the consensus of opinion 
among men of long experience with association work is that 
it is very desirable to have some one “from the outside” to 
take the initiative—if a National officer, the prestige of his 
office and a natural curiosity and desire to meet him will 
impel men to interest themselves where they otherwise might 
remain indifferent. More than all, he will come among them 
free from the jealousy and vindictiveness with which the 
efforts of strictly home talent might be rebuffed. Where the 
initiative proceeds entirely from within, without such assist- 
ance the procedure will be similar but the difficulties greater ; 
in such case the burden of impressing the members with the 
need and value of organization work will fall upon one or 
more of the local men, who must be chosen in advance or 
who will volunteer to speak. 

It is sometimes unfortunate that the men who are best 
qualified to assume the leadership—who enjoy the greatest 
confidence and prestige among their competitors—are some- 
what reluctant to make themselves heard because, as they 
say, “they are no speechmakers,” but in any crisis justifying 
an organization, it is the duty of every man to do some solid 
unselfish thinking and to let his voice be heard, no matter 
how stammering may be his message. A meeting overflowing 
with enthusiasm, even if there be occasional outbreaks of per- 
sonal hostility, is the very best antidote for lukewarmness. 

onversely there is nothing more deadening or discouraging 

than to witness an array of men who will listen to a good 
address or two in dead silence and then remain in an apathetic 
mood until someone “moves to adjourn.” Much depends, 
Particularly, at the first few meetings, upon the personality 
of the presiding officer; if he is a man who is genial and 
companionable, well liked and accustomed to “mix” with men, 
€ can do much through the force of his personality to 
Stimulate interest. 

Of the Associations that become “wrecked,” that go upon 
the rocks, I am convinced that the great majority reach this 
Point through mistakes that should have been averted when 
they were in the process of formation. It appears, therefore, 
that too much stress can hardly be laid upon the importance 
of getting started right. It would be well, at the outset, to 


operate for a period, several months at least, under a tem- 
porary form of organization, with temporary officers, and 
not to proceed to the election of permanent officers and the 
appointment of permanent committees until the members have 
become somewhat acquainted, have tested one another’s quali- 
fications and have come to some understanding as to who will 
be “the right men.” It is not necessary to go into all the 
details of how to proceed with these matters, but the Con- 
stitution and By-Laws should be carefully considered and 
well understood before being adopted. Provision should be 
made at the outset for a live “Membership and Entertain- 
ment” Committee. The Chairman perhaps with the suggestion 
of members from the floor of the meeting should name this 
Committee, with particular regard for their strength, alertness 
and willingness to serve. This Committee should arrange to 
see, personally, if possible, all members of the craft and the 
next meeting should be held soon afterwards, not more than 
two weeks later if practicable. In the meanwhile, if funds 
can be procured for the purpose, this meeting and others to 
follow, should partake in some measure of the nature of social 
gatherings, cigars and refreshments provided, and the stimu- 
lus of addresses by pleasing speakers upon trade topics added 
—if a man outside of the craft, so much the better; the more 
neutral he is, the more valuable at a time when men who are 
bitter enemies are present under the same roof. It is really 
surprising to witness the transformation as it has occurred 
many times, of men from the state of enmity to that of 
friendship, or at least of toleration. 

It acquires some knowledge of human nature to under- 
stand this problem, how to deal with it. Very often the 
unfriendly feeling can be traced directly to a lack of ac- 
quaintance—these men have never before met except as com- 
petitors when after the same job and the ill feeling has per- 
haps been intensified by gossip and scandalous and generally 
untrue rumors. Now when these men, perhaps for the first 
time in their business careers, find themselves banded together 
for a common purpose, see the other fellow acting and hear 
him talking like a real human being, their attitude towards 
their antagonist must change, unless there is a very substantial 
reason for it. The social contact, the free exchange of ideas, 
the presence of other men, all create a different atmosphere, 
under the influence of which most fellows will thaw out, 
“loosen up,” to use a slang phrase. 

It may require time to bring about an ideal state, in fact 
it is better if it does so, but the creation of at least an atti- 
tude of respect—with friendship to foliow, in the natural 
cause of events—is absolutely essential and it is a man’s size 
job. To bring this about at the best, it will tax the ingenuity 
of the leaders at times. When the members have gotten 
over the first flurry of excitement, over the newness of the 
association work, in lives otherwise, perhaps, pretty dull, and 
the time arrives for consideration of a constructive program 
of association work, the success of which depends upon hang- 
ing together upon “unity” in short, it is all the more neces- 
sary to elaborate upon this matter of keeping the men 
together to keep them from becoming apathetic and to en- 
courage them to look forward to “meeting nights” as a 
stimulus and a relaxation at the same time, and it can be 
done by a study of the character and the tastes of the various 
individuals. Officers should make a study of this subject, 
should suggest trade topics of interest for discussion and 
their efforts be re-enforced by a live secretary. The chairman 
should be a man of sufficient calibre to be able to draw out 
the “silent” men to speak and to reply to other members. 
Nothing advances friendship so much as a lively interchange 
of opinion, and it is wonderful how much even the most 
modest of us love to hear the sound of our own voices, once 
we get over the first stage fright. 

In a word, the cultivating of friendly relations is an art 
—one that should be understood by at least one or two of 
the “live wires” of an Association, one that will bear rich 
fruit if only in better digestion and not carrying around a 
load of hate and bad feeling. It is, also, one of the arts that, 
like the art of the actor, requires that the people “across the 
footlights” should at least come together in an amicable 
spirit and prepared in Association work to play the part of 
men and cease to think and act like peevish schoolboys. There 
are two phases to this work, creation and preservation; the 
last named requires the constant thought of at least one in- 
dividual. When an Association once is “on its feet” it depends 
upon the variety and character of its meetings and essentially 
upon the emphasis of the social side to keep the men together 
and to afford them sufficient opportunity to cultivate and 
maintain friendly relations. 





























































































































42 AMERICAN ARTISAN AND HARDWARE RECORD 


EXHORTSJ/MEMBERS OF SHEET METAL 
CONTRACTORS’ ASSOCIATION TO 
STRENGTHEN ORGANIZATION. 





In the following letter which Paul L. Biersach, Sec- 
retary of the Master Sheet Metal Contractors’ Asso- 
ciation of Wisconsin, has recently sent to the mem- 
bers of that organization, there are many suggestions 
which can be applied to good advantage by members 
of other associations as well: 

To Our MEMBERS AND THE TRADE: 

The Convention of the Master Sheet Metal Con- 
tractors’ Association of Wisconsin held at Milwau- 
kee, March 17th, 1916, which is recorded as the 3rd 
convention since our existence, was without doubt the 
best convention which we have had. 

In my opinion you have laid a solid, concrete founda- 
tion for our organization, and we must immediately 
proceed with the erection of a structure which will 
stand like the Pyramids of Egypt and weather any 
storm which may be encountered. 

You have read the report of your officers at this 
convention, as to the growth of our organization up 
to that time, and you must fully realize that the present 
officers and Board of Directors need your full co-oper- 
ation in the work which confronts them. 

It therefore behooves you to keep in touch con- 
tinually with your association work and, if possible, 
put forth all endeavors to increase the membership, 
which is so essential to us. 

Will you kindly make it a point to look over the 
situation in your locality and see whether it would be 
possible for you to enlist additional sheet metal con- 
tractors, not now affiliated with us. The officers and 
Board of Directors are willing at all times to assist 
you in your work and if you will just communicate 
with them whenever assistance is required, this will be 
appreciated. 

Enclosed you will please find a few application 
blanks, which you can use in connection with your 
work, and I just wish to add thereto that the annual 
dues for state membership is $2.00, to which will have 
to be added $3.00 per capita tax to the National Asso- 
ciation. 

In any locality where a Local exists, the amount of 
dues is controlled by that Local. 

Let us get together as one great team and double 
our membership by the next convention. 

Let us also take to heart the able exposition of the 
the sheet metal industry as propounded by our new 
President at our last convention. 

Thanking you for your co-operation, we remain, 

Yours very truly, 
Master SHEET METAL CONTRACTORS ASSOCIATION OF 
WISCONSIN, 
Paul L. Biersach, Secretary. 
Milwaukee, Wisconsin, April 3, 1916. 
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MUST HAVE AMERICAN ARTISAN. 


—_—— 





To AMERICAN ARTISAN: 
I simply must have AMERICAN ARTISAN. 
P. J. BARFKNECHT. 
Pipestone, Minnesota, April 10, 1916. 








PRESIDENT OTTO GEUSSENHAINER 
APPOINTS STANDING COMMITTEES FOR 
WISCONSIN SHEET METAL 

“CONTRACTORS. - 





President Otto Geussenhainer of the Master Sheet 
Metal Contractors’ Association of Wisconsin, has ap- 
pointed the following committees to serve during the 
current year: 

Educational.—E. B. Tonnsen, Chairman, Milwau- 
kee; O. P. Schlafer, Appleton; F. Romberger, Mil- 
waukee. 

Committee to co-operate with Mr. F. L. Glynn, of 
the State Board of Industrial Education.—P. L. Bier- 
sach, Chairman, Milwaukee; G. G. Jones, Racine; 
J. B. Wallig, Kenosha; O. E. Miller, Madison; Arthur 
Geele, Sheboygan; Otto Geussenhainer, Sheboygan. 

Ways and Means Committee—John Bogenberger, 
Chairman, Milwaukee; V. S. Kubly, Madison; C. W. 
Pansch, Racine; Rudolph Biersach, Milwaukee; E. 
Aldag, Jr., Sheboygan; B. F. Eslein, Milwaukee. 

Trades Relations Committee—Louis Hoffmann, 
Chairman, ‘Milwaukee; Hugo Trilling, Sheboygan; 
John H. Murphy, Racine; Charles Skidd, Kenosha; 
William Studemann, Madison; F. W. Dietrich, Fond 
du Lac. 
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TRADEMARK FOR SOLDERING IRONS. 





Schutte and Koerting Company, Philadelphia, have 
secured copyright on the trademark shown in the ac- 
93.285. companying _ illustra- 

tion, under number 93,- 

H OTPAT Hi 285. The particular 
description of goods is 

soldering irons. The Company claims use since De- 


cember 28, 1915, and the claim was filed March 3, 
1916. 
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AMERICAN ARTISAN WANT AD BRINGS GOOD 
37 MAN AND POSITION TOGETHER. 


— 


To AMERICAN ARTISAN: 

Many thanks to AMERICAN ARTISAN. [| am em- 
ployed by the largest plumbing concern in Dunlap, 
Iowa, and obtained position through. AMERICAN 
ARTISAN. 





Respectfully yours, 
R. DEEDERLY. 
Dunlap, Iowa, April 6, 1916. 
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AMERICAN ARTISAN BEST OF ITS KIND. 


_ 





To AMERICAN ARTISAN: 

I have been a subscriber for AMERICAN ARTISAN 
for a number of years and consider it the best of its 
kind. 

Yours truly, 
J. ALBERT \lURPHY. 

Mount Pulaski, Illinois, April 10, 1916. 





The R. T. Rock Company, Bridgeport, Connecticut, 
has been incorporated to do a sheet metal business 
with a capital stock of $5,000.00. The incorporators 
are R. T. Rock, Alice K. Rock and John Boyhan. 





April 15, 1916. 
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PRESIDENT PAUL F. BRANDSTEDT ISSUES 
CALL FOR NATIONAL CONVENTION OF 
SHEET METAL CONTRACTORS. 


In the following letter, Paul F. Brandstedt, Presi- 
dent of the National Association of Sheet Metai Con- 
tractors, issues a call for the Twelfth Annual Conven- 
tion of the organization, to be held June 20, 21, 22 and 
23, at Peoria, Illinois. 

As will be noted, every firm engaged in ‘the sheet 
metal business is invited to be represented at the Con- 
vention, whether a member or not. 

The call follows: 

To All Officers, Trustees, Local Associations and Indi- 
vidual Members, National Association Sheet 
Metal Contractors. 

As President of the Nationai Association of Sheet 
Metal Contractors, I hereby issue the call for the 
Twelfth Annual Convention to be held in Peoria, IIli- 
nois, June 20, 21, 22 and 23, 1916. 

It is the duty of every officer and trustee to be pres- 
ent, and of every local association to be represented. 
There is much to be discussed and many problems to 
be solved. We have much to do, and if we want to 
progress we must attend our conventions. 

The opportunity to speak your mind, to exchange 
ideas, brush off the cobwebs, comes but once a year. 
If we will bring ideas and a set purpose to do some- 
thing for the betterment of our trade, we can and will 
take away with us far more than we can possibly 
bring. 

With this in mind be prepared to go to Peoria on 
the aforementioned dates, take with you a sincere 
desire to accomplish something. 

Let every city be represented and use your influ- 
ence to have attend, any firm that is engaged in the 
sheet metal business, whether a member or not. All 
sheet metal men will receive a cordial welcome. 

Hoping to greet a large representation of our trade 
in Peoria on June 2oth, I am, 

Fraternally yours, 
Pau F. Branpsteprt, President. 

Washington, D. C., April 10, 1916. 
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ALLIED SHEET METAL CONTRACTORS OF 
CHICAGO WILL MEET TUESDAY 
APRIL 18. 








The regular meeting of the Allied Sheet Metal 
Contractors’ Association of Chicago will be held in 
the Hardware Club rooms, 56 East Randolph Street, 
Tuesday, April 18th. 

As a number of important matters will be up for 
discussion, members are urged to be prompt in at- 
tendance, so that the meeting may be called to order 
at eight o'clock, sharp. 

Delegates to the National Convention are to be 
elected, and as Peoria, the convention city, is only a 
few hours’ ride away, it is planned to have a large 
number of the members accompany the regular dele- 
fates and thus receive the large direct benefits that 
are sure to come from attending the National Conven- 
tion which is to be held June 20 to 23. 
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TEXAS SHEET METAL CONTRACTORS WILL 
MEET APRIL 19 AND 20 IN WACO. 





The Texas State Association of Sheet Metal Con- 
tractors will hold its Ninth Annual Convention April 
19 and 20, at Hotel Raleigh, Waco. Secretary W. C. 
Torbett in a letter to AMERICAN ARTISAN states that 
every one who is interested in the sheet metal business 
is invited to be present. A number of important mat- 
ters are to be considered. 





FIREPOT HEATS SOLDERING COPPERS AS 
FAST AS TINSMITH COOLS THEM. 


The most important point about the Double Blast 
firepot, shown in the accompanying illustration, is that 
it is said to heat soldering irons 
as fast as the tinsmith can cool 
them, thus saving a great amount 
of time in addition to its eco- 
nomical fuel consumption. The 
burner of this firepot is arranged 
to have two hot blasts forced 
from the outside to the center, 
so that while one soldering cop- 
per is being used, the other re- 
ceives the force of both blasts 
and is heated much faster than 
would be the case. 
(ther features of the firepot are 
thus enumerated: It has an independent generating 
valve so that in case the operator does not get enough 
gasolene in the drip cup the first time to properly heat 
the generator, he opens the valve again and allows 
more gasolene to flow into the drip cup without in- 
terfering in any way with what is already burning, 
continuing this until it is hot enough to generate. The 
generator is made of brass which will not corrode, 
cannot clog and always burns with a strong blue 
flame. Enough air can be pumped into the tank in 
one minute to run the fire all day and the tank itself 
is placed so that it will never get hot, thus eliminating 
any danger of exploding. A more complete descrip- 
tion is contained in circulars which may be obtained 
by addressing the Double Blast Manufacturing Com- 
pany, North Chicago, Illinois. 





otherwise 


Double Blast Firepot. 
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YOUNGSTOWN SHEET AND TUBE COMPANY 
BUYS LARGE IRON CONCERN. 


President James A. Campbell of the Youngstown 
Sheet and Tube Company announced Thursday that 
his Company has bought outright the capital stock of 
the Andrews & Hitchcock Iron Company at a cost. of 
$2,500,000. The latter concern has two 400-ton blast 
furnaces at Hubbard, near Youngstown, Ohio. In- 
cluded in the deal was the transfer of an interest in 
ore rights in the Mahoning mine in the Mesabi range 
in Minnesota, where there is an estimated deposit of 
100,000,000 tons of Extensive coal lands in 
Pennsylvania and Ohio are also included. The sale 
also includes an interest in steamship companies in the 
lake carrying trade. The estimated value of all prop- 
erty involved in.the transaction is $7,000,000, subject 
to incumbrances. 


ore. 
































































































44 AMERICAN ARTISAN AND HARDWARE RECORD 


OPPORTUNITIES TO DEALERS IN 
STEEL CEILINGS. 





The building and repair season of the year now 
under way offers to dealers splendid opportunities for 
good sales and profits by selling steel ceilings. Such 
ceilings combine the characteristic graceful outline of 
plastic relief with the mechanical and constructural 
advantages of sheet metal. Besides this, they are safe, 
durable and fire-retardant and cannot crack, chip or 
fall down. Berger’s Classik steel ceilings are said io 
possess these characteristics, in addition to which it is 
stated that their improved bead and button construc- 
tion makes a perfectly tight joint without tamping or 
caulking and saves twenty-five to forty percent of the 
time and labor on every job. Hundreds of handsome 
designs of these steel ceilings are manufactured, and 
to assist the dealer in effectively presenting the advan- 
tages of these to house owners, builders and archi- 
tects, and manufacturers offer their Co-Operative De- 
partment Service. Full details of result producing 
service and a copy of the new “Classik” Book D. A. A. 
will be sent to those addressing the Berger Manufac- 
turing Company, Canton, Ohio. 


oa 


SOUTH AFRICAN RETAILERS IMPORT SHEET 
METAL CEILINGS. 





According to a recent report submitted by United 
States Consul Edwin N. Gunsaulus, Johannesburg, 
Cape Colony, South Africa, there is a good market 
in Johannesburg for metal ceilings, but hardly any de- 
mand for metal shingles, chiefly because manufactur- 
ers do not make them out of metal of a sufficiently 
thick gauge, such as would be proof against the severe 
hailstorms frequently experienced there. Among the 
brands sold there are a few of English manufacture, 
but several brands made in the United States find a 
large sale. 

All the business in metal ceilings is done by the 
merchants direct, as there are no jobbers handling this 
class of goods. The approximate price received from 
dealers is $2.91 to $3.16 per 100 square feet, the 
landed cost being about $4.62 net. There are no avail- 
able statistics as to the extent of the business in ceil- 
ings, but an approximately correct figure is $160,000 
per annum. 
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AMERICAN ARTISAN WANT AD SECURES MAN 
GOOD POSITION. 





To AMERICAN ARTISAN: 

I have secured a good position through your valu- 

able paper and thank you very much. 
Yours truly, 
BEN BARRACLOUGH. 

Cambridge, Wisconsin, ApriJ 10, 1916. 

The National Enameling and Stamping Company 
is erecting a large steel mill in connection with its 
works at Granite City, Illinois. When completed the 
new plant will represent an expenditure of $300,000. 
It will produce both light and heavy bars and sheets 
and is expected to be in operation by July. 
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BUILDING AND REPAIR SEASON PRESENTS DEMAND FOR COPPER BEARING STEEL 


SHEETS STEADILY INCREASING. 





The natural result of the satisfactory service of any 
article is an increased demand for it. So in the case 
of Keystone copper bearing steel sheet and tin mill 
products, the natural result of fully satisfactory per- 
formance under actual service conditions is said to be 
a steadily increasing demand, which for the month of 
February totalled twenty-thousand tons. The over- 
balancing argument for these products, according to 
the manufacturers, is the fact that the copper bearing 
material lasts longest in actual service—because com- 
parative tests have positively proved it. An ex- 
tensive series of such tests, made by D. M. Buck, 
Metallurgical Engineer of the American Sheet and 
Tin Plate Company, and J. O. Handy, Director of 
the Pittsburgh Testing Laboratory, both of Pittsburgh, 
have been made the basis of a booklet entitled “Re- 
search on the Corrosion Resistance of Copper Steel,” 
which is published and distributed gratis by the Amer- 
ican Sheet and Tin Plate Company. The booklet inter- 
estingly illustrates and describes the various operations 
and results of the tests, which are said to prove be- 
yond question that copper materially increases the re- 
sistance of steel and iron to atmospheric corrosion. 
Copies of the booklet will be sent to those addressing 
the American Sheet and Tin Plate Company, Pitts- 
burgh. 





NOTES AND QUERIES. 





ROOF FASTENERS FOR CORRUGATED IRON ROOFS. 
From W. A. Fingles, 29 South Howard Street, Baltimore, 
Maryland. 


Please advise me who makes roof fasteners for cor- 
rugated iron roofs. 

Ans.—Berger Manufacturing Company, Canton, 
Ohio; Berger Brothers Company, 231 Arch Street, 
Philadelphia, Pennsylvania; Milwaukee Corrugating 
Company, Milwaukee, Wisconsin ; American Steel and 
Wire Company, 208 South La Salle Street, Chicago, 
Illinois; Friedley-Voshardt Company, 733 South Hal- 
sted Street, Chicago, Illinois. 

MANUFACTURERS OF CURTAIN RODS. 
From Mr. Joe Risch, 412 Logan Avenue, Milwaukee, Wis- 
consin. 

Kindly give the names and addresses of manufac- 
turers of curtain rods. 

Ans.—Chas. R. Barrett Company, 18 East Ninzie 
Street, Chicago, Illinois; E. B. Estes and Sons, 7! 
Warren Street, New York City; Morgan Spring Com- 
pany, Worcester, Massachusetts; Parker Wire Goods 
Company, Worcester, Massachusetts; Spencer Wire 
Company, Worcester, Massachusetts ; Turner and Sey- 
mour Manufacturing Company, Torrington, Connecti- 
cut, and Wire Goods Company, Worcester, \assachu- 
setts. 

TEXTILE ASPHALT SHINGLES. 
From Fred Kuhn, 1018 13th Street, Aurora, Nebraska. 

Please let me know who makes Textile Asphalt 
Shingles. 

Ans.—Asphalt Ready Roofing Company, © Church 
Street, New York, New York. 
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NEW PATENTS. 
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1,177,608. Washing-Machine. Eugene D. Dumond, Wa- 
terloo, la. Filed August 6, 1915. 

1,177,623. Mop-Wringer. John W. Henderson, Muske- 
gon Heights, Mich. Filed July 2, 1913. 

1,177,637. Automatic Sash-Lock. Harvey Lane, Toledo, 
Ohio. Filed January 29, 1916. 

1,177,681. Mop-Wringer. Hans Christensen, Kort Atkin- 
son, Wis. Filed August 11, 1915. 

1,177,709. Combined Level and Gauge. George Morris 


Keefauver, Fiatt, Ill. 

1,177,729. Self-Heating Sad-Iron. 
phia; Pa. Filed July 16, 1914, Serial No. 
November 4, 1915. 

1,177,748. Muzzle-Controlling Device for Firearms. John 
E. Webster, Falls Church, Va. Filed December 15, 1915. 

1,177,749. Opening Device for Doors, Gates, and the 
Like. Jesse S. Wentworth, Decatur, IIl., assignor of 
third to David A. McCullough and one-third to Charles A. 
Reynold, Decatur, Ill. Filed December 27, 1915. 


Filed June 5, 1915. 
Otto Spahr, Philadel- 


851,266. Renewed 


one- 


1,177,804. Potato-Knife and Holder. Samuel F. Rich- 
ardson, East Jordan, Mich. Filed December 2, 1915. 

1,177,820. Combined Mop and Scrub-Brush. John R. 
Schwieters, Bettendorf, Ia. Filed August 31, 1915. 

1,177,838. Automatic Sash-Lock. Harold F. Wilkinson. 
Chelsea, Ia. Filed April 14, 1915. 

1,177,839. Warm-Air Heater. Frederick A. Winchell, 
Waco, Tex. Filed July 26, 1915. 

1,177,840. Garden Implement. Laddie M. Witt, Charles 


K. Stolba, and Edward F. Filed 
July 29, 1915. 

1,177,922. Self-Emptying Bucket. 
New York, N. Y. Filed May 8, 1915. 

1,177,945. Oil-Stove. John Gambel, Seattle. Wash. Filed 
September 13, 1915. 

1,177,991. Kitchen Utensil. 
Y. Filed May 7, 1915. 


Stolba, Cedar Rapids, Ia. 
Carlton E. Brown, 


Andrew Chifari, Corona, N. 
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1,178,000. Doughnut Turner and Lifter. Leon O. Dyer, 
Andover, Mass. Filed October 31, 1915 

1,178,071. Hose-Clamp. Gustave L. Herz, New York, 
N. Y. Filed April 16, 1915. 

1,178,076. Fly-Trap. Samuel T. Jefferies, Hopedale, 
Mass. Filed October 17, 1914. 

1,178,099. Knife-Sharpener. Anthony J. Prenosil, Dwight, 
Neb., assignor of one-half to John F. Krenk, Dwight, Neb. 
Filed January 29, 1915. 

1,178,103. Stove-Hood. James H. Ritchie, Madison, Ind. 
Filed December 14, 1914. 

1,178,138. Key-Fastener. John P. Davis and John W. 
Samson, Utica, N. Y. Filed January 5, 1916. 

1,178,164. Drum-Radiator for Heating-Stoves. Knud 
I. Little, Tahlequah, Okla. Filed May 3, 1915. 

1,178,209. Hand-Tool. Reuben B. Benjamin, Chicago, 


Benjamin-Sellar Manufacturing Company, 
1914, 


Harriette M. 


Ill., assignor to 
Chicago, Ill. Filed January 5, 
1,178,211. Stove-Shield. 

Ill. Filed September &, 1914. 

1,178,241. Sash-Lock. Henry Koslowsky (now by change 


Brown, Chicago, 


of name Henry Corvin), Chicago, Ill. Filed November 12, 
1913. 

1,178,255. Egg-Beater. John H. Milks and Charles 
Schmand, Grays River, Wash. Filed July 12, 1915. 

1,178,298. Toaster. Guy H. Carlton, Mason City, la. 
Filed March 11, 1913. 

1,178,301. Cooking Utensil. William Ferris Curran, 
Waco, Tex. Filed May 26, 1915. 

1,178,348. Hose-Coupling. Harvey A. Robertson, Am- 
bridge, Pa. Filed March 15, 1915. 

1,178,356. Sash-Holder. Josiah Percival Stevens.  At- 


1915. 
Gilbert 


lanta, Ga. Filed November 25, 
1,178,369. 
N. J. 


Worstall, Toms River, 


George 
1915. 


Pliers. 
Filed December 30, 
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WEEKLY REPORT 
OF TRADE AND THE MARKETS 








CONTINUED ACTIVITY AND HIGHER PRICES 
FEATURE WEEK’S METAL MARKET. 


The past week has been marked by advances in 
some of the non-ferrous metals. So far as iron and 
steel products are concerned, prices are only to be con- 
sidered as nominal, because premiums are being de- 
manded and paid in every instance far above the quo- 
tations which are supposed to represent the condition 
of the market, whenever it is possible to obtain any 
supply for prompt delivery. 

Ferro-manganese is known to have been sold in 
several cases as high as $450.00 per ton, while spiegel- 
eisen is up around $70.00 per ton with very little avail- 
able before July ist. 

The embargo which has existed among the Eastern 
railroads has been lifted a little, and this has eased 
the situation in many of the New England manufac- 
turing districts, which, until quite recently, were in 
danger of having to close up because they could secure 
no delivery on semi-finished material. 

Foreign orders, especially for munition purposes, 
continue heavy, thus indicating that the European 
countries do not expect the war to cease within the 
next six months at least. 

Unfilled orders on the books of the United States 
Steel Corporation are expected to show an increase 
of one million tons for the month of March, with a 
total amount of contracts taken during the month of 
nearly $2,400,000 tons. 

It is expected that about May first, the steel com- 
panies will advance their quotations on steel rails 
which have remained stationary while many other 
steel products have almost doubled in price and this 
naturally has brought a very active inquiry from the 
railroad companies some of which are endeavoring to 
buy for delivery as far ahead as 1918. 





STEEL. 

The chief interest in the steel market has to do 
more with the question of delivery and the size of 
premiums paid for nearby business than with bookings 
for future delivery, and it is notable that many con- 
cerns appear to be willing to pay a high premium in 
order to secure early deliveries, rather than facing the 
possibility of having to shut down their plants. If 
anything, this ought to prove that there is not likely 
to be any break in the steel market for considerable 
time, because if there were any indications of such a 
break, they would naturally show themselves in a ten- 
dency to refuse to pay premiums. ; 

In the Chicago district, it is becoming increasingly 
difficult to obtain material and this applies to all 
classes—plates, shapes and bars alike. The nominal 





quotation for bars is 2.94 cents, Chicago mill, which is 
the price demanded by the leading interest on such 
definite project tonnage as this company is willing to 
book for the first half of 1917. Soft steel bars and 
shapes in Chicago market, for the same delivery, un- 
der the same conditions, are held at 2.64 cents, Chicago 
mill. 

In the Pittsburgh district, the price for plates is 
nominally 2.75 cents but material for delivery within 
ninety days hence is not available at less than 3.25 
cents and some tonnage is known to have been sold 
as high as 4 cents. 


COPPER. 

A number of very large contracts for copper have 
been taken for export during the past week, involving 
more than 150,000 tons. It is understood that the 
prices paid were around 27% cents for Electrolytic. 
Delivery is to be made during the remainder of 1916. 
The figure given in the foregoing, however, does not 
in any sense represent the actual price at which Elec- 
trolytic can be bought for immediate delivery, for 
nothing is obtainable at less than 2814 cents and as 
high as 29 cents is known to have been paid for thirty 
day delivery. Prime Lake is quoted nominally at 
28% cents for prompt shipment and 2734 to 28 cents 
for June and July. Casting copper is quoted at about 
27 cents. Exports of copper as reported by the New 
York Customs House since January Ist, 1916, amount 
to 75,579 tons. 


TIN. 

The tin market continues to give evidence of consid- 
erable strength, due to the fact that it is exceedingly 
difficult for importers to secure permits to export the 
metal from England in the quantities desired, with the 
natural result that sellers are inclined to hold on to 
what they have. The New York quotation for prompt 
delivery of tin is 55 cents with May at 29 cents and 
June at 48 cents. Chicago warehouses have advanced 
their prices 1 cent per pound over the quotations pub- 
lished in AMERICAN ARTISAN April 8th, the new prices 
being 59 cents for pig iron and 60 cents for bar tin. 


LEAD. 

Although the foreign demand for lead has fallen off 
somewhat, there is not any sign of weakening of the 
market, because producers are well booked alicad and 
in several cases have nothing to offer prior to July 
Ist. The market is quoted at 7% cents to 8'4 cents. 
St. Louis or New York, although some second hands 
have been offering lead at 734 cents—none of it, how- 
ever, for prompt delivery. No change has been made 
by the Chicago warehouses, the price remaining a 
8% cents for American pig and 9 cents for bar. 
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SOLDER. 

The Chicago warehouses have advanced the quota- 
tions on solder %4 cent, due to higher tin. The new 
figures are as follows: XXX Guaranteed ¥2 & 2, 
332 cents; Commercial 14 & %, 31% cents, and 
Number 1 Plumbers’, 29% cents. : 

NUTS, BOLTS AND RIVETS DUE FOR 

ANOTHER ADVANCE. 

It is freely predicted that nuts, bolts and rivets will 
be advanced again within a few days because of the 
high price of bars. Some plants are reported to have 
been closed down during the latter part of the week 
owing to scarcity of bars. 


WIRE PRODUCTS. 

Several of the prominent wire mills are refusing to 
book additional orders, while others are asking pre- 
miums ranging from $2.00 to $4.00 a ton. Demand for 
export business continues heavy, but many of the 
mills are not in position to entertain negotiations for 
shipment abroad because of inability to meet specifica- 
tions for delivery. 


TIN PLATE. 

As high as $5.00 per base box is reported to have 
been paid for tin plate during the week, but no large 
amount of new business is being written, as the most 
prominent consumers covered their needs at the start 
of the season, last November. The scarcity of sheet 
bars continues to affect production considerably. 





SHEETS. 

The steel sheet market continues very firm, manu- 
facturers refusing to shade the prices which have been 
maintained during the past few weeks. In the Chi- 
cago district, wherever any sheets of any kind are to 
be obtained from the mills, the lowest figure at which 
this is possible is 3 cents for Open Hearth black sheets 
and $2.90 cents for Bessemer sheets. Blue annealed 
sheets are about ten points higher and are also very 
frm. In the Pittsburgh district, there is some irregu- 
larity on galvanized sheets. A few manufacturers are 
reported to have sold heavy gauges of galvanized ma- 
terial on the basis 2.75 cents for 28 gauge, while on the 
other hand some mills are known to have obtained 5 
cents for 28 gauge. The higher market on spelter 
would indicate that there is no reason to expect much 
of a decline on galvanized products in the near future. 


OLD METALS. 


Heavy melting steel is about the only. metal for 
which there is much demand and some dealers quote as 
high as $16.50 to $17.00 for net tons. Other quota- 
tions are as follows: Old steel axles, $22.50 to 
$23.00; old iron axles, $21.50 to $22.00; steel springs, 
$15.50 to $16.00; Number 1 wrought iron, $16.25 to 
$16.75; Number 1 cast iron, $13.00 for net tons. 
Prices for nonferrous metals are as follows per pound: 
Light copper, 19 cents; light brass, 11.75 to 12.25 
cents ; lead, 6 to 6.25 cents; zinc scrap, 12.75 to 13.25 
cents ; aluminum, 36 cents. 
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SPELTER. 

Although the spelter market is not particularly 
active, it continues to reflect a rising price tendency 
and a better demand. Prime Western brands are 
quoted at 1834 cents to 19% cents. St. Louis, for 
prompt delivery with 18% cents for May and 17% 
cents for June. The Chicago warehouses have ad- 
vanced their prices for spelter in slabs 1 cent, the new 
quotation being 19% cents. Sheet zinc remains at 
$26.00 for cask lots and $26.25 to $26.75 for less than 
cask lots. 


en 


PIG IRON. 


There has. been quite an increased inquiry for pig 
iron during the past week and small quantities for 
first half delivery are being placed by melters who 
under-estimated their requirements. Most of the in- 
quiries, however, are for last half delivery and are 
distributed between foundry and malleable grades. 
Prices have remained stationary, Northern Num- 
ber 2 Foundry being held at $19.00 to $19.50, 
Chicago furnace, and Malleable at $19.50. There has 
been considerable talk about an advance from these 
figures but as yet it has not been put into effect. In 
the Pittsburgh district the January pig iron market is 
rather quiet which is not surprising, as most of the 
consumers are well covered for second and third 
quarter requirements and heavy tonnages have also 
been sold for the last quarter of the year. Compara- 
tively little buying beyond January 1, 1917, has been 
done, although a number of concerns are reported to 
have covered their requirements up to April I, 1917. 
Northern Number 2 Foundry and Malleable grades are 
selling at a range from $18.50 to $19.00, Valley. From 
Birmingham, the report comes that there is a lack of 
Spot delivery iron. No change has been made in the 
base price of $15.50 per ton for second half delivery. 


Rogers, Brown and Company’s Market Report, Cin- 

J 
cinnati, Ohio, April 14, 1916: 

The baseball season is on. The opening game has come 
and gone and still the pig iron market grows stronger. 
Having passed this crisis in safety many will no doubt take 
courage and bravely face the developments in Mexico, 
declaration of peace in Europe and the presidential election. 

Increased interest was shown during the past week 
throughout the country by pig iron buyers and there was a 
general strengthening of the market, one southern producer 
advancing prices 50c per ton on first half 1917 business. As 
most furnaces are well sold up for the last half of this 
year, and are not particularly interested at this time in sales 
for 1917 delivery, the tonnage being sold at present is quite 
naturally below that placed during some of the weeks past. 
France is inquiring for Bessemer pig iron, but there are not 
many furnaces interested in this business because of the 
difficulties surrounding export shipments, and more especially 
because of the very heavy demands made upon them by 
domestic consumers. Reports are received daily of plants 
which are refusing to accept any further war orders, con- 
centrating their facilities on domestic orders which are not 
connected with business received from warring nations. 

While the unusually early coke contracting was started 
in the East, interest has spread clear across the country, 
consumers everywhere getting under contract for their re- 
quirements for the year beginning July Ist. The foundry coke 
market continues so active that those operators who have not 
already withdrawn from the market contemplate raising their 
price on the small tonnage which remains unsold. 

The scarcity of high manganese alloys continues. with 
little relief in sight. 
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Northern Fdy., No. . 
« No. 
Northern Fdy., No. 3.......... 


Southern Fdy., No. 
Southern ag No. 


eee meee e eee eeeeeeee 


FIRST QUALITY BRIGHT 





seen eee eee eeeeeee 


eee ee 


eee 


eee eee ee 





ONE PASS COLD ROLLED BLACK 


GALVANIZED. 


POLISHED SHEET STEEL. 


SMOOTH SHEET —. 
Wood's Smooth, No. 20 
= " No. 


PATENT PLANISHED SHEET 


Patent Planished votes Iron, 
100 Ibs. 


PATENT PLANISHED SHEET 


Dickey Planished Sheet Steel 


XXX Guaranteed § & ““ “Der lb. 
Commercial 4 & $ 


eee eee sees eeeeeeeeseeee 


Less than Cask lots. .§26 25 to $26 7: 











Copper sheet, base 








LEAD. 
SO Tce rccboreressoct £8 SC 
ERP ey errr ret ae 
National (White) brands (in less 
than 100 th. lots), per Ib....... ° 
Sheet. 
Full couls........ per 100 lbs. $6 25 
mb BUNS bs 0o558 per 100lbs. 6 306 
ALUMINUM 
(‘arload lots. 
No. 1 Pure Ingot...... per Ib. $0 ° 
PE. oka san scbae ees 
TIN 
co hE EET TET CCT. per lb. $0 59 
eS Se ae - 60 
HARDWARE. 
ADZES. 
Carpenters’. 
erry suneoa ened $00235% 
Coopers’. 
PMID 565066s0% 6% oyery Ts. 
0565 06550955055% pa aees 15% 
Railroad. 
Plumbs...... ‘niesbecteieer 35% 
ship. 
Plumbs... . ee eeeneeearetuwe 48% 
WE Bi0is e0sccnnssbadeceests Oe 
AMMONITION, 
Caps, Percusston—per 1,000. 
F, L., Waterproof, 1-10s........ 50c 
etic eer ptingae geatentn: 45c 
OES Saco n asec askeyacores 75c 


Shells, Loaded— 


Loaded with Black Powder. . 30&2% 
Loaded with Smokeless Powder, 


medium grades........... 35& 6% 
Loaded with Smokeless yee 
SO ES arareie 0&10&3% 
Winchester: 
Smokeless Repeater Grade... 35&6% 


Smokeless Leader Grade 40&10&3%, 
Black Powder............. 30&2% 


Gun Wads—per 1,000. 





Winchester Gun Wads......... 8% 
Powder. 
DuPont’ 8 Sporting, oe ere 
kegs.. 
“ “ kegs... i 
DuPont's Canisters, 1-Ib..... 
ee! Smokeless drums... :. 26 10 
yan 7. 13 20 
o iT) 4- k 6 76 
7 *  10-can Som 5 40 
- aN 4-kegs... 3 45 
wie v canisters 57 
Shot. 


Drop shot, sizes smaller than 


B 25-tb. ‘bags, per bag.. 25 
ae get “i and larger sizes, 

25-Ib re 2 50 

Buck hy 25 SB, bags, per bag 2 50 

Chilled shot, 25-tb. bags, “ 275 
ANCHORS. 

Expansion Screw Anchors........60% 

ANVILS, 

Trenton, 70 to 80 Ibs...... sic per Ib. 

Trenton, 83 to 150 Ibs...... 94c per Ib. 
ASBESTOS. 


Board and Paper......... $3 00 Cwt. 








> AUGERS. 
Boring genie cr Gah tales rina bares 70% 
ts Sitesi ios seis bake eee 50% 
Capea > PCN ae ron 70% 
Hollow. 
Bonney’s—list $30.00...... 75 & 5% 
RD ID ss 5s od pak 36 00 
Post Hole. 
Digwell, 8-inch....... r doz.12 50 
Iwan’s Post Hole and Well... 40% 
Vaughan’s, 4 to 9-in...per doz. 6 60 
Ship. 
Ford's, with or without oe. Fart 
Snell's 0-5% 
AWLS. 
Brad. 
No. 3 Handled....... per doz. $0 45 
No. 1050 Handled... . ‘#6 95 
Shouldered, assorted 1 to 4, 
BT ree ORT ee: per gro. 3 60 
Patent asst’d, 1 to4.. ‘ 60 
Harness. 
PRS SSeS scnuens 33 95 
CEs cacvaciauasas xi 90 
Peg. 
Shouldered.......... a 1 50 
a eae os 65 
Scratch. 
No. 1 handled....... per doz. $ $0 
No. IS, socket han’ld. “ 1 25 
No. 7 Stanley........ wes ive 
AXES. 
a s Handled. 
ippincott, 3 tb...... aes doz. $6 00 
Marshall Falls City.. <3 5 00 
eee - 6 50 
Broad. 
Plumbs, West, — ee eee 334% 
Se ee eee 35 % 


“A Seomen' s (handled), 
per doz. $19 00 


Plumbs, Miners’ (handled) ‘ 9 00 
Single Bitted (handled). 
Warren Silver Steel.......... $10 50 


Warren Blue Finished........ 
OE PEPE CT 9 
Perfect Premier, Forest Clipper 8 50 


Single Bitted (without handles). 


Warren Silver Steel......... $9 OF 
Warren Blue Finished....... 8 00 
eee ee 7 00 
Double Bitted (without handles). 
Blood’s Champion, 34 to 4} Ibs. 
(thin nh ates bh oe per doz. 12 50 
Pint Bdes. .... <0. : 50 


Perfect Premier...... 95 
The above prices on axes of 3 to 4 Ibs. 
are the base prices. 
34 to 44 Ibs. advance 25c. 
4 to5 Ibs. advance 50c. 
4} to 5} lbs. advance 75c. 


BAGS, PAPER NAIL. 
Pounds..... 10 16 20 25 


Per 1,000...$2 50 375 450 $00 
BALANCES, SPRING. 
POON ates susie 25% Ses0008 20% 


BARS, CROW. 
Pinch or Wedge Point, per cwt.. $3 50 


BASKETS. 
Clothes. 
Small Willow........ per doz. 7 50 
OS ll “ 8 75 
Large ee ” 10 50 
Galvanized Iron. 4bu. 1 bu. 1} bu 
oe Se $450 650 850 





BEATERS. 

Carpet. Per doz, 
No. 13 Tinned Spring Wire...$ 0 99 
No. 11 Spring Wire coppered. | 2 
No. 10 Preston............. 9¢@ 

Egg. Per doz. 
No. <4 Imp. Dover.. .. $1095 
No. 10. ee tinned, 90 
No. 130 “ ** hotel.. 1 50 
No. +4 Heavy hotel tinned... 2 10 
No. - da 
No. 3 o “oe “ Ss 3 60 
No. 18 itd iT) oe 4 50 

BELLOWS. 

oe ee eee 65% 

Hand. 

SAS ere per doz. 7 50 
| rr ree oe 9 40 

Moulders’. 

SOME soso kekousee . 12 60 
BELLS. 

Call. 

3-inch Nickeled Rotary Bell, 
Bron DOOD isc 08 per doz. $5 0@ 

Cow. 

I RS es 60% 
arr 65&10% 

Door. Per doz 
New Departure Automatic... $6 50 
yng 
3 -in. Old Copper Bell....... 4 00 

-in. Old Copper Bell, ar. 6 00 
-in. Nickeled Steel Bell. 4 50 
34 -in. Nickeled Steel Bell. 5 00 
Hand. 
Hand Bells, polished....... 40&10% 
i rrr 40% 
NE ES, er 30% 
a rae ree 40&334% 
oo 2 6 334% 

Miscellaneous. 

Church and School, steel alloy... .50% 

Farm, lbs... 40 50 75 100 

ae $190 240 355 475 


BEVELS, TEE 
Stanley’s, rosewood handle, new t 





_. A ae eae ets 
Stanley’s iron handle............ Nets 
BINDING, OILCLOTH 
Dade anes soues ohn een sone 70% 
SSR ey 60&5% 
2 ee errr 75% 
BITS. 

Auger. 
Extra Double Spur. . . .70& 10% 
Ford’s Car and M achine.. . .40&10% 
Co Ore 50% 
ESI errr 50% 
Russell Jenning’s.......... 30& 10% 
Clark's xpansive ec iia Gs sagen 65% 
Steer’s * Small list, $22 00. .25% 
= Large “ $2600. 25% 
2 a es: 50% 
Ford’s Ship Auger pattern 
oS ar ye Deere ) 
Ce oe rae a ee ey 15% 
Countersink. 
No. 18 Wheeler's... . .per doz. $1 60 
No. 20 " 2 40 
American Snailhead.. . 
mi Plat Lcueartie " 1 20 
Mahew's Flat,..... % 90 
Snail...... = 1 40 
Dowell. 
Russell Jennings..........- 30& 10%" 
Gimlet. . 
Standard Double Cut........-. 40%) 
German Pattern. .... per doz. $0 S 
rae 4 
——— Soto e ase gine ra , a 
IA cic an stat si bie <' / 
Countersink......... °° = 
Reamer. % 
enning’s Square..... ee 2 
seer dh Square..... 2 $ 
American Octagon... 1 
Screw Driver. ; 
No. 7 Common...... 1 HH 


No. 1 Triumph...... 
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BLACKING, STOVE. (See Polish), 
BLADES, SAW. 


, 


Butchers’. 
Standard, # & l}-in.... 


ae acini 35% 
Plock Spring. ..cccccece ieee 35% 
Star... cccccccccccccccccccsece 15% 
Hack. 
OES ces ccvckesesseaee 25&5% 
Serr rere 30 
Star —WRETTITITT ETT 20&5 0 
Wood. 
MOE. 5 56s o's ea.o per doz. $2 40 
oe, NO, 6, 16, 26 & 045. 475 
MN 55640 sss eee ores seer 3 50 
BLOCKS. 
Snatch 
Mi neceseeescsbcene 70&10% 
BUD. 6 6.0066 060 cdeerecetevess () 
Tackle. 
Bron SITAONCN....2ccccsees 70&10% 
SUG Te essecisnscuaewes 60% 
BOARDS. 
Stove. 
Wabash Crystal......... Net Prices 
Wabash Oriental......... “08 
Wabash Mosaic.......... - 
Wabash Delft Enameled.. = 
Wabash Art Inlay....... . 
Wash. 
No. 760, Banner Globe, deg ang 
Bi pte atin eam oe er doz. $3 50 
No. 652, Banner Globe. Pe: ng 
OT eee Tone rdoz. 3 50 
No. 862, White Hen, "Tees 
bk: die pe aegis ae per doz. 3 75 
No. 800, Brass King. . 2 4 8&5 
No. 172, Our Best, ~~ — _ 
No. 964, Royal Blue, oem ; 
TEE Ce per doz. 3 25 


BOBS, PLUMB. 





Carpenters’. 
No. 2, iron per doz. $0 60 
No. 00, “* 7 1 20 
No. 0, “ . 2 25 
No. 3, lead 63 3 25 
No. 4.“ “ 4 40 
No. 113, brass plated. ‘“* 110 
No. N30, nickel plat’'d “ 1 50 
BOLTS. 
Carriage, Machine, etc. 
Carriage, {x6 and sizes smaller 
Me ONONCOE S56 555 ois se 6 70% 
Carriage, sizes larger and long- 
SS eee 65% 
Machine, §x4 and sizes smaller 
PI BIOECOE 5 vo. 6 0-0:3:0 00's 0's 70&5% 
Machine, sizes larger and long- 
og: |, . “) 
See ae 60&10% 
SPSS Renee meme 80&10% 
Ene cere 75% 
Wagon Box Strap............. 70% 
Mortis, Door. 
NEN pes cogs le Saicele ee 60% 
Gem, bronze plated............ 20% 
Barrel 
a, ete aes ci sielaiais 60% 
OL EET ieee 756, 
Wrought, bronzed............. 50% 
Flush. 
SIC. Sead chi he ocke 40&10% 
Spring. 
eee er 60% 
Wrought, heavy.............. 50% 
Square. 
Re Sager eae 50&10 
EM cia cheier ce hoc oar as 
BORERS. 
Angular. 
Miller’s Falls........ nad doz. dH ; 00 
Sill borers, No. 5] 9 20 
Bung. ‘ee 
Enterprise Mfg. Co.'s No. 1... ..10% 
me  WNG..2,,.....40% 
BOXES 
Mail, No......... 1 2 10 
Per doz........ $3 50 5 00 15 OC 
Miter 
New Langd 
Stanley's $ ir hatte ta detyags see 
os SE ee each, 1 50 
> BRACES. 
tay’s Genuine Spofford’s.......: 60% 
yi Nos. cath kp a ee 50% 
Bee: O108; ... osc cescces $3 50 
OS Seer 3 
— hg eae ee ik 3 30 
BRACKETS. 
Hay-Rack, 
Wenzelmann’ s No. 1. per doz. $9 50 
Shelf, No. 2. 0 00 
tdover Wrought Steel.......... 75% 


Clover Folding..........22122: 65% 





BROILERS. 

MN Ss Ain eles as 5, 4:5 ee enon ed a 70% 
No. Ck Self-basting, 90 doz. $2 50 
BUCKETS. 

Pump, Rubber. $4 
er ere per gro 75 
COE a ccd veccsee # 4 75 
Champion........<. os 7 50 
er sy 9 25 
| EE rr se 5 00 
reer si 6 75 
Well. 
Galvd, Qts 10 12 14 
Per doz....... $290 325 340 
Wooden, top ear, plain, per doz. 4 00 
swivel, “ 5 10 
BUCKS, SAW. 
PUES 6 sicd sre ccaves per doz. $2 40 
BURRS, RIVETING. 
ee a 
Tinners’ Iron Burrs only....... éiéoe 
BUTTS. 
EP Se pre OCT EE 60&5% 
Wrought Brass (New List)........30% 
Wrought Steel, Bright. ........... 65% 
Wrought Steel, Japanned.......... Net 

CALIPERS. 
IAI ae ae a eee 35% 
Inside and Outside.............. 35% 
MO gic ub a pe abies tesne cranes 30% 

CALKS 
Logger’s Boot. 
(Lufkin R. Co.'s), per M..... $3 75 
‘oe. 
Shoenberger...........- perlb. 5c 
OS eee = 44c 
CS errr 4 7c 
MES i Giiitwica-ci die cans ws 8ic 
CANS 
Milk. 
Holstein. 
Sa 8 10 
Per doz. “$18 50 2450 27 50 
Gem ere 
eS 5 8 10 
er an -$19 25 23 75 25 00 
Illinois Pattern. 
- eee 10 
Per GOseM. «...06.0:0 $25 75 2900 
a! Pattern. 
are 8 10 
WO CON. 5.cssasaws $25 00 28 00 
CAN OPENERS. 
See Openers. 
CAPS, GUN. 
See Ammunition. 
CARPET STRETCHERS. 
See Stretchers. 
CARRIERS. 
Hay. 
Diamond, Regular...... each, $3 85 
Diamond, Sling........ = 7 00 
CARTRIDGES. 
See Ammunition. 

CASTERS. 
Standard—Ball Bearing....... 50&10% 
Dee Se Sait cee sd 60% 
Common Plate. 

SAO rere 60% 


lis — 
Philadelphia Plate, new list... .60% 


ee re 
ee, aay ee 75&10% 
CATCHERS, GRASS. 
Casares, No. C......... per doz. $4 25 
ees, 
PUcrevrrere 1 2 3 
jg err $5 60 575 6 25 
era 4 5 6 
POP G0B..0605 $675 950 10 00 
CHAIN AND CHAINS. 
Breast Chains. 
Doubleslack....... doz, Pairs, e 4 
With Covert Snaps. 
With Slide........ a 3 3S 
Without Slide..... “if 2 85 
Bright Ox Chains. 
2-in., $7 25; j-in., $5 45 per 100 lbs. 
Cable Coil Chains. 
Inch..... re 3 ti i 


Per 100 ibs. $10 80 8.00 700 6 20 


inch... 4 

Per100 tbs. 6 00 5 90 575 5 65 
ee 

POE FOOTE i 6600-0 $535 $55 365 





Cable Log Chain. 
Advance 25c per 100fb. on Cable 
Coil. 


Coil Chains, German Pat. 


tn ieee sae Caro nea adel 70% 

a 1 eee 
German Pat. Halter Chains. 

I skip aies x wasaescties 664% 

Pera O65 hada case ows 0 

PPE Gia Ss cua kde d ererwe ee 60% 
German Machine Chain. 

3/0—2/0—1/0O—1. .........4.. 50% 


Picture Chains. 


Light Brass, 3 ft..... we; doz. $0 = 
Heavy Brass, 3 ft.. 


Pump Chain. 


Galvanized, per 100 Ibs...... $5 50 
Safety Chain. 

NSS hia ¢ Sitio adticsiedumetd 65% 
Sash Chain. (Morton's) : 
Steel, per 100 ft. 

LE OTIC Ee Re RES $1 20 
ee taka he Wide Gao SO we a Wee mS 1 60 
II re A ere eee eae 2 40 
Copper. 
ees sib sioiath Wis ae sac ememars:s 2 00 
Se eae eer rae re 2 70 
Reece cnadas Reb en ss eam Be 
— Metal. 
PTE ET eT ere eC rT ee 3 00 
i Per tt> spate die cameos ances 4 50 
Cable Sash Chains 
RRA errr 
RMS 4 daraig Sid ce ead aie anaes 25% 
Special Steel Loading Chain. 


eee 4 a2 1 
Per 100 lbs.$16 00 13 50 12 50 


Stretcher Chains. 


Ys-in., $8 50; 2-in.,$7 75 per 100Ib, 
Tie-Out Chains. 
ee re 708&5% 


Trace Chains. 
Western Standard. 


al? Se per pair, 30c 

OEP sss Bs 34c 

a Seas fe 33c 

GENO oe oe cial “ 38c 

Add 2c per pair for Hooks. 
Add 2c for Twist Link. 
Wagon Stay Chains. 
) ee ry ts i 
Per 100 lbs....$6 50 600 5 50 
CHALK, CARPENTERS’. 
SE gs pick Sava s'waedidioae per gro., 80c 
1 ere sa 749 
MENG sss Wnibaaesnanenues §0c 
Common White School 
COURS a 6 viaccetecns llc 
CHARCOAL. 
RR is ace teecaoescs per bag, 95c 
CHECKS, DOOR. 
EE PNT ee ye Tee 20% 
CHIMNEY TOPS. 
TONE VOMONG iekcc oc csacsevaces 50% 
CHISELS. 
Box. 

pC eee 12 14 

Round, per diss 00 3.50 3 80 

Flat 4 00 5 00 5 50 
Cold. 

Good quality, § in. and 
Ee .per Ib., 
Smaller size, per doz............ 

Socket, Firmer. 

MR isis 25> Malone Saeeane 75&10% 
Socket, Framiung........... »- -50&10% 
Tanged, Firmer. 

WE Dos tsikceweedesees 20% 
Choppers, See Cutters, Meat. 

CHUCKS, DRILL. 

Goodell’s, for Goodell’s Screw 

TPIVOINS oo cininisin ec per doz. $6 25 
Yankee, for Yankee Screw 

PE avccanseccenwase 
z CHURNS. 
Anti-Bent Wood, 

= een ah tie pee ae 7 10 

aS 6 a $3 90 4 60 4 85 

Belle OS Sa rer re 65&74% 
Common Dash, 

See 5 6 

Per doz....... $9 00 1000 10 80 
Union, Gal...... 5 7 10 

Oe $375 435 5 40 

CLAMPS. 
Adjustable. 

SEC OCORU TUR TE Te 30% 
Carpenters’. 

NN rics ceased csennsans 25% 
Hose. 

Sherman’s, brass, 4-in., per doz. .42c 

Double, brass, 3-in., 90c 








Saw Filers. 
Disston’s list, $30.00........... 30% 
Stearns’, No. 0, $3.50; No. 1, 
$11.50; No. 3, $5.00 doz. 


Wentworth’s, No. 1, $6.25; No. 3, 
$8.75. 
CLAWS, TACK. 
Cast, wood hdle....... cea doz. wy 
Forged steel,wood hdle $0 80 
eee 1 00 
2 a ae eee . 50 
CLEANERS. 
Drain. 
Iwan’s Adjustable............. 55% 
Iwan’s Stationary........... 40&5% 
Pot. 
2 Ae Cnr eye per doz. $0 75 
Side-Walk 
SM ea afeaiacnmaaanes per doz. $3 25 
DMRS oii aa siclawialvws Batialermiee 65&5% 
CLEAVERS. 
Family. 
Beatty’s, Inch 7 8 9 
Per doa..... $11 00 12 50 14 00 
| OS Oy per doz. $2 25 
Butchers’. 
PRN ee oilvrckccamesinde anes 25% 
CLEVISES 
WU GIUORUINO Soi haicccnisk ocbes a Shao’ 6c tb 
CLIPPERS 
BN sive vihnnn scours ne $1 90@4 75 
CLIPS 
Ee cxtacd ew madarecacanwrans 65&5% 
Damper. 
SURGEON. 6 osscsinccncat per doz 70c 
(2 ec ar 
aie 5 ata woes maracas ~ “te 
CLOTH 
Emery 
PR Ai apcndecntaibeeuneaanea’ 50% 
B ), ere rr 
Ilardware Wire—full rolls (100 ft.) 
2 Galvanized in fullrolls...... $4 40 
3 Galvanized in full rolls...... 5 00 
4 Galvanized in full rolls...... 5 10 
5 Galvanized in full rolls...... 5 50 
6 Galvanized io full rolls...... 5 65 


7 and 8 Galvanized in full rolls. 6 00 
Screen Wire. 
12 mesh, painted, per 100sq.ft. 1 35 
COLLARS, STOVE PIPE. 
Inches.... 5 6 7 


Plain Tin, pergro$1 90 240 3 50 
Japanned Tin “’ 300 350 425 


©] Lacquered Tin ““ 360 420 4 80 


COMBS, CURRY. 


Nos. Per doz. Nos. Per doz 
000 ....$0 37 299... .$1 05 
BE sass 60 Ke ee 85 
PS gcse BOS e:.....8 3 
aa ae 90 5§32.... 1 20 
Save. 2 ee 75 
ee 80 1400.... 1 40 
COMPASSES. 

CM oo iain crwealnemrecmend 60% 
Pencil—Faber’s........ per doz. $1 00 


COPPER—See Metals. 


COPPERS. 
"| eee 
de niacd- acid mini webtale ti hai Ib. 40c 
Ria edie 38c; 2 Ib 37¢ 
3 Thiand Target. 00.0 cee ” 35¢ 
CORD. 

Picture. 

White Wire (new list)......... 85% 
Sash. 

Regal Brand...........per tb. 35c 

Puritan Brand.......... — -256 

CORKSCREWS. 

NS a ond nixiiacnie ds walwae a meee 334% 
Williamson's Regular........40&10% 
Williamson’s Forged Worm.......50% 


COTTERS, SPRING. 


Be ahsae Git BAB ask aie cicow vce ce 90% 


COUPLINGS, HOSE. 
per doz. $ 1.40 
ii) 85 


COVERS, WAGON—See Tents. 


CRADLES, GRAIN. 


Morgan’s Grapevine...per doz. $22 2§ 
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CRAYONS—See Chalk. EMERY CLOTH—See Cloth. Wood Pails. HANGERS, 
Frazer's, 15 1b, 80c; 25 tb, $1.30each, | Barn Door. j 
| CROW BARS. EMERY, TURKISH. Hub Lightning, 15 fb, eer 25 tb” U. S. Rolled Beari 
Jinch or Wedge Point...... per tb. 34c 5-tb 70c each. Matchless. ...... ns ee 508 10% 
_ ee kgs j Storm King.............. 
econ, pc aE A pkgs. skegs kegs | Tin Cans. . World’s Best... --. 22112227": i. 
Glass. 0.60 to 150, per: -- 6c 4c 4c Chamellene Graphite, Wagner's Adjustabie +++. .50% 
<<a 40% Piour...+2+ 3c 3c H > ror ov 50 Warehouse Big Twin...... ene 
eed, tee Jt Sesh eee lo EE Osicu smb Gisu wine 00 er? 2S ee 
Meat. ENAMEL, IRON. Das OO GUNS. 0 s0was seve es 37 00 | Conductor P. 
a ee ang ee vets epee gron IS OD = > sielaeeeall * 
No. 202, list, $1.50 ea...... ree inn, a cea ee ests eniee 334% | Eave Trough. 
Fipe. GRINDSTONES re per gro 
: BS. cccccsccece 2 
Gesnde.No ot 28 EXTRACTORS, PIC _— Sear eeeenes 0% 
apie 75 120 280 » Pig. Inches....... 7 4 ei woo to 334% 
aes cial Mes. EYES. Per doz...... $9 75 1200 14 5S0| Parlor Door 
3-knife Kraut........ per doz. 11 50| Bright Wire Screw—See Good Loose. | nee gt ET ale 
i-knife Slaw......... ae = Cont 2 Ives" improved: 11.1." °" © fp 
2 lalla re +o one Sag eLecuvesseee Bee, Pe $22 00@$23 00] Lane's ct oll ee 2 60 
SM... ssecvevovens “ 775 Brass OT g5&10% | Mounted. he New Model... - oo 
PO: o Scubeboseesseeseerlars 9 Ball Bearing... 1 2 3 © NOY _INOISCICSS. - 4 v0 
macseunn bere owe: eee 0 Each... a; 38,75 3 60 3°35 SSSR 40& 10%, 
ERS, ear’g 3 
Jewel neo. ee eee 2111+ SOBAO% RS, STORM SASH. ee $335 315 300 
per Per Serer 0% eg (ashes enw per doz. $0 85 —_— 
PRs c0ss0'465055S er i 
ia ees etatin 115 Peer WADS. singe. i a a a 40% 
EEE ONC I 40% FILES AND RASPS. sper esinccngusardl ee. 
Delta HAFTS, AWL. 
DIGGERS. Delta Brad. . HATCHETS. 
abt Delta... 0e-sseeseeesevveeses 65% Com hacen 
‘. So cc ccevececcvereseveceee 30 ly NE Sil per doz. $0 19 C ee By te oe ee 
Meme... +++ +++++- per doz. $9 25 PN sc ccc ce phtcsessevansee 40% | Peg — + ah Bene —) doz. $1 io@t 35 
SEE banitess x Nicholson’s— . edie. cial ooee 
Ss acassvies oe 7 50 " ie Common..........+: “ 22 | Germantown.................. 300% 
a ere " 10 25 sided dal edhe ill Aa 70, 10&5% Patent, plain top.. 0 65 en 
iwan's Split Handic.. °° 7 50 AVCOGE. ....cccccscceess 70, 10&5% Patent, Soadieet top.. ws 75 
iain. 9 00| Black Diamond.............. 674% é HAY KNIVES 
Iwan’s Hercules pattern“ 10 00 owegen boas antenn te tey 70, 10&5% | Sewing. See Knives. ; 
= aim pertege eee “ 17 00) eat re 4 ee Sean - ae eee =f 22 
See also Augers—Post Hole. MAWB .0.05 000220000 70, 10834 sccascureraar eaidanian 7 ” 
VRE WENN Soca wins eoenann 65&10% NichOlsom........000s0000. my -674 , HAY RACK BRACKETS. 
J. Barton Smith..... 2... 70; 1085% HALTERS. Wenzl 
DOOR CHECKS—See Checks. | . a ee 0% Bisa Reve tet eeeeeeees per doz. $1 10 Wentomers No. : it ie 9 60 
ENT Ss Gb ccbenv one keereane 70% hcl Eda i * 1 85 
DOORS, SCREEN. Disston’s o Seer tte eeeee sti 2 00 
j-in. 4-panel, painted...... Net prices| Heller’s.........++ssseeee0+ mee oan feather é Beans “ ‘> HINGES 
' tin = “panel, os i pelons) Fidler B..... +. scrccccvecceseses 70% er, leather tie..... 11 50] Blind. ; 
3- ’ : 
in, Spancl, natural pe, | PLUB STOPPERS—See Stoppers. | 5, HAMMERS. HANDLED. | , “itis Gravity per do. sts, #1 
Blacksmiths, Hand. eee 65% 
DOOR HANGERS—See Hangers. FORCEPS, PIG. «| cereccsttttrsesrteeseeeee 50&10% ——— s Noiseless, for Wood 
INE. oa ss nne vena r doz. $4 75 | Ensineers ' rs ahaa lal ene 
ae DRILLS. Whisson’s Imp......... ae ate  apejenge terete etenentene 50&10% | Gate. 
WOR err ecceveevrecssccsvesess 
Blacksmiths’ Twist.......... 60% as iin. — 408107, Hg gs Lich, do ? y 
zeae ly RKS. Machinists ° 0% gs & Ltch, doz. $2. 50 325 425 
Breast. re Se); ex He 6085 Hinges only “ 200 2 50 
Pie OGD. vsscevsens each,$ 1 75 err 60&10%{Nail. ™ ee oy - oa ~ 
: ° | Nai ee per doz. prs. $6 00 
Millers Falls No. 12..... “ 2 .00| Wood, 4-tines........ per doz. $5 00 Qua ker City..." per de 5 
Hand. Ha aker City......... per doz. $3 8 Leed’s “ 
aberemesieaminett: | onic eemias wae NR sets, 6 75 
eee le kee nn. SUPSTIO. oc bd S. 
Goodelt's Automatic. — atige. Lececeeseeseees ss .508&10% | Maydole’s.......0...+++0.. 308&5% | screen D a oe 
Perdor, os) 4h eb ae eee el ‘ibekes a Riveting : cant “ati 
Soodell’s Single G KS pin 6160 iweb di ie’ 6k ale ilk: pas 0's 5 Son sbhbwvsanenecseewe 40 ast ATON.......+++--- 0: 50 
Millers Falls gle Gear, per, doz. 4 °z Digging paepeaepereridiaens <r Shoe. ” Se a ee i td % 75 
) | * Double“ o +4 5 alll eh aaa OA Mes Shs snasanao wee per doz. $1 25 | Spring. 
Reciprocating. eader Tack Chicago 25&5% 
hie... per doz. 16 50] Sti --++0eeceeseeeeeeees 60&5% 4 Alllron............. do Columbia Dbl. Acting. . .40&1085% 
ae BP os icinteccaseaeein ele) Gece T" WR) Se............- ee 2564 
Standard List.............0.+. nt names iE -~ ahaee pea i 5s Lal Betcha. ee ae 
Pieshacaben se ssebsens= 60% Per doz....... 70 New Idea..........pergro. § 0 
.22--.60% | Perdoz.......€070 080 100) NOW 1008..-..-.----- 0 
DRIVERS, SCREW. GAUGES . Magazine a ace ish he ‘oir > ol : ‘00 Oxford eocevereevcce ona ae ° he 
Bee eer ; | 
—_ DD wickngyscsxaeles see Butt and Rabbet. HAMMERS, HEAVY. Wrought Iron. 
eer eer rr : 2 N sts. . . 
Champion SRE: oe Cream Pail. Heavy Hammers and Sledges. Light Strap Hinges... eee 6 58104 
Clark's Interchangeabie..........30% Fairmount.....:.... per doz. $3 75 ro SIDS... esses eee ee nee Heavy Strap Hinges. . Pe slscewewire vA 
ee ae pyecsss<sanes cil Salt tthe. Matin de. .... Se DUNE pannesecaeen 758108, TAGRG T PENSOS. «o.oo: scenes 60% 
Reeds Lightnicg Se easiad 56.16 MEIGE «ven nnsidnparsnvesracerncsacs Nets | Masons’. poo ts bese eeeees 40& 107% 
MMR’? >" 2 hototvEEEIny | P= 4 -HS ter shinsveeeedarns ‘ G 
Yankee SS er es sue ee Saw Single and Double Face. . . .70&10% 2 apggaalmal me 
«Spiral... '50&10% ike HANDLES Screw Hook and Strap. 
; ais: . ee Ce 2r 100 tbs. $5 00 
EAVES TROUGH, GALVANIZED.| Pisston’s.........-- 22-0200 ++. i hod aa co 
Terms, 2% f “ai e .per doz. 55 eS a a 4 25 
see oer a a eaten ship " ‘ GIMLETS a s an, Nos. 1 & 2, oA Screw Hook and Eye 
eS EERO Re ce AED leh lan ee ay « ‘ 
See also conductor pipe and elbows. ° ER aN inti A i ‘Adhustab canis bite i 3s  epamoneeat ber dor, pairt? &s 
: LASS, WINDOW eT ae ae IN... se eee eeee ‘ es 2 85 
EGG BEATERS—See Beaters. | Single............ aime, >) ie hg ee eT ae 
‘es kaw eee % iC q 
ELBOWS-—Stove Pipe. Bins aceon ceases eee. cone 90% | Hickory, Tanged, Firmer, Assorted, 
Adjustable Stove. GLASSES, LEVEL. Hickory, Secket Fi per 3 HOES 
4 irme 
atone Picasa ie 4 6 7 : Se Schbsnie borg sean per | doz. $0 70 27c_ Large size, a06 wie |, 6 Garden. Pecans a ees 6s 29829 Sk* 70% 
Smooth, per doz ‘$0 Oe reer eee 55| Applewood, Tanged, Firmer, As 
Pla 200 225 290 G sorted, 34c; Large, 42c per doz. To 
Pisces Stove. Bulk. LUE. Applewood, Socket, Firmer, As-{ a: deere Fy 
aN «: ag ie... <i ee ae per doz. $0 20 aze tere esse eee vee . per OZ. 
Smooth, pet ozo 55 ok ol BAMBET creer per Ib. 18¢ |Coal Pick. ............0..0c000 40% 4 Mortar chap eaeeee 1S4h 
iii 6 EE Es NS SORIA E vn Rg S 40% | Planter’s Bye. .01201000000001.60% 
Four-Piece Stove. Liquid. — assorted, 13c; Large, 16c per doz WOOD. .00ssrceccesersscerere’ is 
Inches ....... 6 Army & Navy ere TT ere er Tk 40 ene 
Smooth, per doz: $0" 80 085 1 45 Le Page’s— % Adze Eye........ per doz., 36 to 75c HOLLOW WARE—See Ware 
Planished “ 75 195 255 FA Ae awcesccscenscesesens 374% | Blacksmiths’. .... 40c@75c | 
| aaa 334% | _ Machinists’....... “ 45c@80 
ELBOWS—Conductor Pipe. EMR ONG Gocheh ces kickin Sees 5 % ee si: pa HOOKS 
Galvanized Steel, Tin and Terne GOODS Hay and Manure Fork And Eyes 
. | RN 35% CLEC SG San sys eces) srenen 60% 
Size Round Corrugated. og 90% | Hoe and Rake 35% Iron ...10% 
f Dee “* Fen Sennen ow ee an" aie ol9 aim | (obs ein ea all a TE 
a [30 GREASE, AXLE. oa Ee per doz. $0 75 RDRINE 0.2 cccscees- per gro. 80&10% 
iedsauls ca tx cusnes<e x Varnished........... . 80 
BER Psarsvesevesceseessee 4 32] Wood Boxes. Ss : Belt. 
° > bbe aitaeeepoen 7 20] Diamond............ per gro. $5 50] Assorted. a 7085% 
|" GURERCCE AERO EN 18 aR Se: apne 504 fssorted.........0+ 37] Jones’... ..eeeeeererrreee 65857, 
tite eeeeees 00 Hub Lightning... .2/ 52°77": Seer ee “3 4 
Subject to discount. Paragon..... eee eesanees . a aaa 8 | Bench. 
creeecceoes 5 and Spade........++..+++.35% | See Stovs. Benco- 
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Box. Standard, 
Inch Ai 7 10 OB. wc ccccccccccce 
soa," $1°90 210 2 25 2 68 Each 
on Wilcox, 
Common Axe Handle, per doz. $8 50 Each PR: 
Chain. 
Inch... 1&6 3 ve 4 
Pr 100 $7 60-8 10 975 1150 12 60 SE into aa ao as COs OEE 
Clothes Line. — 
cee per dra. 220m eit a see ee eee 
une anized eon os “ 5@c tery TOC eT eC Tia ta 
ee | NARS netpensnsesns sirens 
_ a. Sead ead per gro. Trt id KNIVES. 
em bi cedapevesesvaenenn Beet Topping. 

Conductor. Clyde, 9-in. Scimiter Blade, dz. = 85 
Malleable.......c.ssccecooees 25% i a errr 3 40 
eS reer rare re co 20% uanie BOP. . 6... ccsccesees 15% 

Corn. 

, fiveted, painted Corn. 
——- De ei a rt py $2 25 Clipper. ..........4- per doz $1 75 
Little Giant......... is 3 25 nae 25 i tite e cree eee % : = 

Gate. Woodford........... “ 2 25 
See Goods, Bright Wire. Drawing. 

Grass. Standard... .....5% (New List)...50% 
Common. Nos. 2 . 1 Adjustable sar ae a 6 alsye oi oie Bia: p-avbte 136 
Per doz....... $150 160 170 Barton's Carpenters’........... 
ESS SG pa per doz. 2 S Folding Handle............. 15854 
NON acehe- cote win o'6 ** 2 50] Hay. 

Hammock. American, Sickle cg .doz. $10 50 
With plate.......... per doz. $0 Cane. Sickle Edge. . : = 
With screw.......... a CAUN SS... se eee eee a 

Lambrequin, or enpiny per gro...2Ic ped Sickie age“ “ oa = 

eee 50% (@508:10% “ 

its ond Menus 664% Lightn’g, Holt’s Genuine sa 6 50 
“si oven mranere ms # eis :5/ hie 0 ee 0 Lightning Pattern. . 6 00 

Screw. Wadsworth’s Sp’r Point. “ 9 00 
DEE cin ares e-srale aud be Mice a Soa 85% | Hedge. 

(See Goods, Bright Wire.) Challenge........... per doz. $6 00 

DP IMB so pi-9:015 6 8 be seas per lb.5}c Disston's...........+- 3 75 

Mincing. 
Common, Single..... “6 60 
HOOSS, TUB. Common, Double.... “ 90 
ae per case of 3 doz. $2 25 Streeter, 4-blade..... si 1 30 
Streeter, 6-blade..... ~ 2 00 

HOSE, GARDEN. Putty. 

Coupled. Common......per | doz. “1 60@1 00 
per ft. Lander’s...... 40@1 75 

Be: ply-}” guar. press .... on Scraping. 

Diamond “ “ “ “lie Beech Handle........ 75@1 00 

Geneva, “ “ o "13 cf Lander’s........0.00- 5 25@6 00 

Illinois, on - - 16 ¢ 
KNOBS 
COTTON COV. RUBBER HOSE. | 22S: 
eT SRR AI: per doz. $ 80 
High Grade-?’’-guar. press.400 ths. 1 lic a PS 90 

Ra. a . Dceestieweeceee <a 90 
pecial Cc 

Leader “ - - io 4 LADDERS. 

HUSKERS. Common Long. 
Boss. yg: See RT ee Ae 9c@14c 
ee B E 200 | Extension 
_— “> 200 1 ge 5 x POE Tiss oobi sscceenn EPA re 14c 
Per gro..$5 40 6 00 6 00 10 50| S!ed- 
ee 2000 3000 Oo COMM TOE TEs so is.s:c0ce.ccdcsse Thc 
POND soo 0 ” - 9 fg * _ Common, with Shelf, add 10c. 
Nos..... 60 Pe re rrr 15c 
Per doz. .$2 15 2 15 3s r as POUR, OE TDs 6.5.5.0 5: 5:6 0000 0000 20c 
Brinkerhoff’s. 
MEO ss os sess eneres wee $14 40 ‘ LANTERNS. 
Bull’s Eye Police. 
IRON, PIG. 3 tm Flash Light... .per doz. $9 00 
) —Fi -in. Regular....... 50 
See Metals.—First column. 3 da. Resuiar...... a H 00 
Curling IRONS. Buhl. 
(BE REM i Pear aarer #5 80 
c {Ron eCoa ere per doz. $0 40 A eens eer ee 11 50 
Bissssssssssseeeees ee 4 oe eon eres - #0 
BA sScagvcsann 70 LEADERS, CATTLE 
aera vib 1 25 
BEES ics ances 7 70 + ae $0 55 ove 2 os 
ee reezeesee: Ie raess 
Wood Bench..........+.- « -20&5 LEATHER, LACE 
ex . % Cu TN it mT SO 60&5% 
Charcoal........... per doz. $11 00 Ee. i 
Common’ polished, per 100 Ibs. 3 75 Ex. Quality....... per sq. ft. $0 35 
3 R. Asbestos...... $1 20 net. LEATHERS, PUMP. 
0. Se ainic giaigs 5 
Common, nickel plated cae . pe Valve and Plunger... ..5...i.000 10% 
Chinese Polishing. . -per doz. 7 40 LIFTERS 
pty. ae epee ra 3 .ae Stove Cover. ¥ 
og gg Y Pe 6 25 aa ee per gro.1 75@3 65 
No. 50 ]\'Enterprise, per set, 93] Alaska, Coppered “ 4 00 
No pd at ea - % = » Alaska, Nickeled “ 5 00 
No. 55 Jig “ “ 96 Transom. | 
Tailors’ Sad eee hnnaee per Ib 5} Payson Si ccccccccccccvsccsere 80% 
Pa ailors’ Geese....... “ 54 LINES 
al, . 
Chalk. 
6 Ib. Household ec eecccccocce $3 50 Twisted in 20-ft. hanks. 
9lb. Dressmaker’s......2...- 425| Nos. 4 6 8 9 
Tailors’ Goose.......... 5 50] Gro.$1 50 200 225 250 3 00 
uyere. Twisted in ae — 
Single Duck } ES 3 4 
Double Dock Nes. nee eH Per ee 25 30c 35e = 4Ic 
— Senieeesys ‘each... 260] Braided in _ . 
WB cas 
. JACKS Per doz.... "ae ae le  35¢ 
pee EET PPOE 70%} Mansons’, in 100-ft. ly .doz. 80c 
Wagon 
Miller...“ 50% = Jute doz. $0 95 
Pires wets Keaseieaches s% - Jute...........per doz. 
Oilver, ae 4 ee a 1 40 
OS.... 50-ft. Cotton........ ns ee 
50-ft. Braided Cotton, “ 25 








LINING, STOVE. NAIL PULLERS. 

Bricks...........++++-.per crate, 42c| See Pullers. 

NAIL SETS. 
MACHINES. See Sets. 
Boring. Without With NETTING POULTRY. 
Augers Auger 
Angular.. “per | doz. & 00 4 40 | Galvanized before weaving... . .80&5% 
Upright. 2 60 4 00 hae aay after weaving ....... m4 5% 

Leather Riveting. og Aa kar aera 65&5% 
Chicago, Pomeroy... .per doz. $9 00 NIPPERS 
pe eee = 2 00 “ytti 3 
Randy 5 00 End Cutting. 

ite (inkk “ Stubb’s Pattern, Inches. 5 
Little "Giant Rare care aa 3 00 
ony, Pomeroy...... “ 7 20 Per dozen as ind woot $4 65 675 

Washing. End and Diagonal Cutting. 

Maytag BGC bask ccuwes 6000} Swedish Side. Inches... 5 6 

Multi-Motor ...... 65 00 DOP GOMOIR 6. 6 .ec is hecieses $4 50 5 75 

sd NS ora 'o ae aioe'e 25 00} Hoof. 
“ Hand.....-.+.++- 12 00 Heller’ aes es caiman eden 40&10% 
Nea rndeineanncaananes 55&5% 

MAIL BOXES. 

See Boxes. NOZZLES. 

Hose. 
” MALLETS. ae ggg OO ie 5% 3:3 per | doz. $3 = 
‘arpenters’. BS. ccc cccwewcace a 
Fibre Head, Small. -per doz. $5 00 UC eee 3 00 
edium: “ § 75 
“ “ fase... “ 7 00 NUTS, HOT PRESSED. 
Round Hickory...... 9 2 25} Square Blank. 
“  Lignumvite.. ye 4 00 we SS ove 4, 0:8 5 
Square Hickory...... ee 2 50 . $c Be G4c Sic Sic Se 4ic 
“  Lignumvite... “ 4 75 Severe —— — & ie Ss 
geek Fao] 1b: 1240 10}c 8c 7ic 64c 64c 6c 
OWOOG 6 o:6:0:0's.016:00 % 
Hicko gece tran “ $1@1 50 aoe — add jc per tb. to 
ickory, Sheet Iron.. “ 1 50 ‘ 
OILERS. 
Chase Pattern. 
MATS. Brass and Copper... ...... cesses 70% 

Door. MIN es da reislna's 0.e oceewe waexmwe 70% 
National Rigid......... 50&10&5% | Engineers’. 

Acme Steel Flexible.......... 50% END iim iin a: 0inccpinin ae Caetano 

Stove 2: ae per doz. $2 0@$2 25 

: Machine. 
oo iepeebipeniens. aatee COCO ee per doz. $0 58 
No. 1 Asbestos Toasters, or Copper Plated Steel. . a 
wire - covered Stove Mats, DEGHOR DO TION .5 asco. 5p oceenass 60% 
Tritt handle wee -per doz. 1 10 ge ee 65&75c 
oO. sbestos Toasters, with : 
ae ee per doz 60 ees OPENERS 
BOUIN goa ctmigeasieaisias 12 14 
MATTOCKS 4 Re per, doz. $5 °c : - 
a ne 
NN a a eid o caine Rosle Kw drawn 70% | Can. 
BUI 5 wip lat catelaana sige cae eeie 60% ae Mee icaeiee per | doz. $1 30 
od: Rae 65 
MAULS. Crate. 

Iron, Ibs.... 10 13 16 18 - me 

wey 302... $4 00 450 525 560 Wee Ei vainiesseccdees 5 75 
00 ace, lbs.... 10 12 14 . 
ee $5 00 5 50 600 ‘ OUTFITS, COBBLING. 

Wood Choppers’. Combination.......... per doz. 11 00 
Lake Super’r & Oregon Pat, 75&5% peg eeeecenerecnce ot : = 

MEAECRES: PADLOCKS 
pk. 1 pk. 4 bu.) Rureka 408 108&5% 
Cevenued, O0:...32 2s 2 son. errr ° 
Japanned, si 175 24 315 PAILS 
Cream. 

MILLS, COFFEE. a without gauge, per doz. $3 = 
RN 6 5s Sacdeonceeseese 25 Gay se 
Re err eee 50&5 20-qt., with gauge. ‘ 50 
INNS: iors nics sarancad 40-124&24%| sap. 

— Galvanized, ee. oe 00 
-qt., 23 50 
. MITRE BOXES. 14-at., “ “ ' 53°75 
See Boxes. 10-qt., IC, Tin. ~ 11 00 
12-qt., 23 15 00 
MOPS. 14-qt., “* . 17 00 
OE a a TEE Oe per doz. $3 15} Stock. 
Handled Cotton. th a 10 A, as fn9 
er doz... 7 
Por doeen'$2°00 2°35 2 Be 5-25] Water. 
Galvanized...qts. 10 12 14 

MOWERS, LAWN POP GOB. visas $3 325 375 
iti ‘ ; Wood. 

Gladiator—B. B. Cable, 2-Hoop....... per doz. $1 90 
—- Bava alee css s¢So "te o a6 — _— eis ae ad ee 2 10 

EP ere edar, 3-Hoop....... _ 3.15 

King Universal—B. B. Standard, 2-Hoop.... ‘“* zis 
Each $5.25 575 00 Standard, 3-Hoop.... “ 2 30 
eer 14 16 18 PANS 

foe!” 350 390 425 Tee, 3 YY 

Little Giant........ 250 265 275 — sala ae ade tah 65% 

. 0 
NAILS. ee ee eon 

RNS ha tarvikb os kemek:e's base, * 90 | Roasting. 

Cut 170M. ..seeeeees occcccccce 00! Paxton, 

Wire. seg need 2 3 4 

ig SM Bl ae 275 er doz.$4 75 575 650 7 50 
Carload Lota Lesasauner¥eese #63] Neverburn 4.00 450 5 50 6 00 

Cement Coated Savory, No. 200....... per doz. $8 40 
SAID Ls vss a cv essodeeweis $2 75 PAPER. 

Carload Lote......seee0s+2+ 2 63) Building. : 

Horse Shoe. 4 Set kmaieeeem per 100 Ibs. . 4 
Ausable....... siviesceses A) oe ee“ “ 
CHEMO cess ccesees Spencer 15% nig = con ork 2 50 

Es cisuehdnnasaninesc $5&59| No 20, Red Rosin...per soll, 40 
DUNES 5465 60s ssu news 0&5%,| No. 30, Red Rosin... 60 
EC i pedadhes’ 30&5% | Sand and Emery. 

Clover Leaf...... . perlb.,net,10$c} Star................ low list, 50% 

Picture. OT a ale sixties vba se nsied one 50% 

Wrapping 
Kpeaewancses ee meee 
Breda eater SG) Ort eeeeeeeees perb. $3 75 
PRUNE se rccvcrrsccecese List wn aI D, il = 22 
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PARERS. 
Apple. 
he per doz. 13 00 
RODS 6c c0cecnee 7 7 00 
White Meuntain..... Zs 5 00 
DG <cubuscess rg 7 00 
Potato. 


Goodsell’s Saratoga, 104 in., dz.6 50 
Goodsell’s Saratoga, 5 in., dz.5 50 


PICKS 
ON OS es are aa 70%, 
Drifting and Poli Picks... 21.277: 70% 
Plumbs, Railroad............... 70% 
MN SbG iukccecesasdeoseeSoune 70% 
PINCERS. 
Carpenters’, a steel. 
Inches... . 8 10 12 
Per doz.. “$2° 0U 260 300 4 50 
ee eer 45 
| a eee 40% 
PINS. 
Clothes. 
Common. . -per | box of P gro. $0 42 
oyt’s...... 25 
Ee - ; = 20 
Picket. 
Fluted, 15-in........ per doz. $1 01 
Fluted, 2l-in........ “4 1 60 
ee we 1 90 
PIPE. 
Conductor. 


Standard Gauge Conductor Pipe, 


plain or corrugated. 
MNES sans ane ehape ee & 70&10% 
ee ee ee rere 0% 
L. C. L. to Dealers:— 


Terms 60 days; 2% Cash 10 days. 
Factory shipments generally delivered 


Lead. 


ee oer res per tb. 74c 

Ph cvedieeukece~ sie “ Tic 
Stove. 

Acme—Inches.... 5 6 7 


Smooth, per jt.. 9c 9c 12}c 
Planished, “ ..30c 31 ¢ 38c 


Peerless—Smooth. 77¢ 8c 9ic 


Polished....... 144c 154c 18 Cc 

Planished...... 28c 31c¢ 354c 
Made-up—lInches. 5 6 7 

Oe 7ic B80 9c 


7 to 6 in. Smooth Tapers, pr. jt. . 13: 
6 in. Smooth T’s........ 27¢ 
7 to 6in. Planished Tapers..... 23c 


Yale Patent Lock Pipe—Store. 
5” 6” 7" 7G" 
Cents 
Battle Axe, Blue.. 7 7% 9k 10) 
Can't Slip, ys er | 84 10 11 





Peerless, crn 8} 10 11 
Duplex, os : 11 13 14 
Yale, Rus. Fin . 146 17 18 
Duplex, Planished 23 26 (US: 
Galvano, Gal..... 16 17 18 


If wanted a A add per joint 
a ved, Ic; riveted, lic. Crating 


e-up pipe extra. 
Wrought Iron Gas Pipe. 
Olin’ OS discount, 60% 
-in., black... ./.... “60, 10&5% 
| to 6-in., black.. 70 0% 
tai to 12-in., black. . si 623 
loki. , galvanized. . ” 42 
-in., galvanized. . se 50 
{93 to 6-in., galvan'd. vz 574% 
7-in. to 12-in., galvan’d. “ 45% 
PLANES. 
stanley Iron Bench............. Nets 


PLATES, TIN. 
See Metals in Column 1. 


PLIERS. 
Giant, Button's—80% off list. 
Cutting 
OO ern re 30% 
eos deco sicagcuccaacete 50% 
Upper End and Diagonal Cutting 
PE DS 6S cea teens sk 70% 
Fencing. 
4 Aree per doz. $8 25 
Farmers’ Choice..... ee 8 00 
DED. Soasctiscae ° 8 25 
Flat and Round Nose. 
DEEMED. csecceuuecsuuséeaes 30 
ee eer. aso 
ea ree eee eee 50 
PS 5558555538 benesu0e8 50% 
Gas.—Inches 7 B. “7p 12 








Per dos...$3 00 350 450 5 50 














ARTISAN AND HARDWARE RECORD 
gira . PUNCHES. 
OMOW . oc cccccccccccccsccecs 40% | Conductors’. 
PSS ovessassubbdenwes each, 54c a yi ee per doz. $2 50 
PLUMBS AND LEVELS. <r Se eee per Ib. 19 
OND Fk onicenke kono aeeOn Nets end 
Ns usbsinatabouncresd 40% | Common......... per doz. counate 
ee eee tre 25%, seeeccrorere 72c@84c 
Davis’ Inclinometer............. 15% 
— PUTTY. 
ITS. n ers. 
: A acrgaias Strictly pure.....per 100 tbs. $3 00 
Drive Well Points............ 75&5% 
RAIL. 
POKERS, STOVE. “= or ms ; 
Wr’ t Steel, str’ tor bent, per doz. $0 55 atchless, “in cocvcceeseeecee c 
Wr't Steel, wood handl’s 80 neg cc ceepeho Ones ys 
Nickel Plated, coil handl’s “ 65 SOTER MEME. «++ 20sccccccecere ° 
Sliding Door. 
POKES, ANIMAL. senile Ea od 
Cracker Jack, wr’t steel, per doz. $4 50 “ sits 
RAKES. 
poe POLISH. Coal or Wood.......... per doz. $5 20 
etal. / 

Black Silk, No. 50, }-gallon, —. 

per doz. $7 00 Rs ene 663% 

Black Silk, No. 60, 6-0z. cans, a, Se ere 70% 

per doz. 1 00 Malleable Iron, heavy......... 0 
Black Silk, No. 70, 1-pt. nane. Hay 
perdoz. 2 25 ( 

Black Silk, No. 80, 1-quart, WOOL ks seu sewesed $2 20@$2 40 

per doz. 3 75 | Lawn—Wood 

Black Silk, No. 90, saldiien 5 S Qe eres: per doz. $3 25 

per doz. 12 00 Automatic. ...5...5. 5 25 
Shoe. Lawn Queen......... # 2 7s 

ey erry. per doz.. .36c@50c Jumbo, 36 teeth..... re 6 00 
Ss Sees ee 40c 
| BREAN - ein 75 RASPS—See Files. 

I mperial iivaseee POF EIO, 2.006 5 00 5 

Stove. RAZORS. 

Black pedi -th. cans, pr.gr..$15 00 | Star.............2cccceeeeeeees 30% 
LO re wean $34 
Paste, 5-oz. cans. “per | doz. 75 
Paste, 4. tb. cans... “ : - RAZOR STROPS. 

Liquid. }-vt. ga | le 75 | Star EE ee ea 50% 
4-pt. Air Drying Iron _ 
ie 1 25 REGISTERS. 

mae ek, Fe a. = 9 25 (All Sizes). 

Jixon’s Carb. of Iron. =f 5 7, apanned, Bronzed & Plated..... 70% 

Nickel Plate......... 45 White Porcelain Enameled... C” 10% 

id Brass or Bronze Metal...... 
POPPERS, CORN. Single Valve (Baseboard and —"* 7 
Round or Square, 1-qt. per. doz. $1 00 | eer 70&10% 
gia Sa rs H = REGISTER FACES. 
Re ee ae ee Japanned, Bronzed and Plated, 
POTS, FIRE RG 00 BERNE. koe ccesewave es 70% 
a & Lambert’s, each $4 ae 4 SGxtE t0 OBEN? S écko0i506s002 75% 
gate City.......0-+--++++ areas Heavy Round Gratings.......... 70% 
vase these rots ewe each, $6 75@8 50 White Porcelain Enameled. . '50&10% 
—_— Solid Brass or Bronze Metal...... 40% 
P ; - 
See Ammunition. Bull. RINGS. 
ee ee eT 2}-in. 3-in. 
PRESSES, FRUIT AND JELLY. 7) $2 40 $275 
Enterprise Manufacturing Co..... 25% yi noel — 2 00 
Steel, per doz......... + i ee 
PRIMERS. Nickel plated......... 35 iow 
See Ammunition. and Ringers—Hog. 
a caw hes aia per doz. $0 = 
air’s Ringers....... 
Disston's OO sprang doz. $6 50 Brown's Rings....... ee 50 
isston’s Pole......... p “ 
Henry's Improved... .. °75&10%| Ehomuios Rinses... 1D 
Water’s Improved...... 80% Hill’ 8 Ringers FR eae . 70 
ill’s Ring, boxes.... 
Major Rings......... 4g 60 
Cork siesouenaa Perfect Ringers...... 4a 1 20 
a Wolverine Rings..... e 1 40 

Bey Sivseniessa neon each, $3 Wolverine Ringers. . . “ 80 

Guick ond any...... - 2 70| Fruit Jar. 

Nail. sat _ Ea per Ib. ....30c 

i 

Key. 
no CO ea a au go. ee per doz. $0 17 
Jumbo... arent Soe 9 00| Split, square......... a 32 
Tack.— Giant ial aaa os 40 Ball, round........ > 40 
i‘ - RIVETS. 
PULLEYS. One burrs. 
Awning—Jap'd... eee eee eas et eae eee 
Pe ROE Kas scssndeeebuoe 50&10% (ag Seeabaieaman eeaaatipeac ial 40&10% 
Hay Fork. I irk civkedewkel $0 10 
one wed ge .. per doz. 1 4 Slotied Clinch. =..." per doz. 40c@45e 
Piged st: Tubular. 
ecrcslananreeesiaet: wre ym 2 55 Nos. 1 and 2 win sizes, doz. 45c 
~~ ~an OT th ‘aisle w miele wwe RIVET SETS. d 
= ES re ee . 
eS rr 508:10% weleue ROPE. 
Sash. Cotton. 
COD 555 i's n'c ne 28 sl doz. $0 18 4, 5-16 in. Com. on reels. per | Ib. ste 
Common-Sense, 2-in. * a 3, 5-16 in, Com. in coils. . c 
Empire Pattern, 2- in. 20 3, 5-16 in. Imp’lin coils... “ an c 
SRE of 20 | Sisal. 
Steel... .....-.e sees rer 7c 
Hardware Grade, rates, per tb...15 c 
MPS Pure —- « 

. SEO ohn 5.6.0 we ck oa per fb.25 c 
= -_ _ 1 2 3 4 Hardware Grade, rates... wi 
— sin sel $100 115 130 1 70 RULES. 
= ES eee per doz. 14 50 peeseee. pee soviceseeresesevoess Nets 

Cyclone, aE St oo = 3 40 VOR Jocccvesvccscscvsesesveceocee Nets 
| SNe ame SASH WEIGHTS. 
Little (¥ant.........each 2 25 | See Weights. 


Clipper, grass... . 


seeeeee 





SAWS. 

Buck. 

SS EEE TET % 

JOCEIONG : 5 0.o0c0icccsesscccess 20%, 
Butchers’. 

ey SE ee 30% 
ee. 

isston’s Shoe ee ee ee 50 

errr rere S010 

SND as wk 6g 5.0 '6- 06 50.006 8 50% 
Compass. 

Common..... per doz. $1 35@$1 60 

SR ee 25% 
Cross-Cut. 

SE oe Oe eee 45 

DREN isc cs6e db 8 60%sse0a8 i, 
Dehorning. 

a eee per doz. 5 75 

Hack. 

LO EE eee 25% 

eee 50% 

ON es ea as eSiake xan s'est 25% 
Hand and Rip. 

Jt de Ae eee 25% 

Disston’s Nos. 8, D8, 12, 76, 112, 

D100, and 120 (new list)... .. 28% 

SO ee 30% 

Enterprise, hand..... per | doz. “ 00 

Our Saw, hand....... 4 00 

Our Baw, TAD... ...... “i 4 50 
Keyhole 

PMN sii WSS oboe cee sé 25% 
Narrow Band. 

UE son 55 o¥es.0.0'b 0s 000s cee 
Panel. 

eT eer, A 
Pruning. 

Co ee er re 25% 
Rift. 

SND eh gob uses vedweseded 45% 
Wood. 

GO per doz. $4 50 

i 5 6 00 


SAW BUCKS—See Bucks. 
SAW SETS—See Sets. 
SAW TOOLS—See Tools. 
SAW FRAMES. 


Common, plain...... per doz. $1 25 
Common, pain i oe 1 70 
SCALES. 
Counter. 
PE cacduseansines sea 40&10% 
Platform. 
CO ae Tee er eee eee, 50% 
SCISSORS. 
re See ee eee eer EE Ty. 60% 
SCOOPS. 
Grain. 
}-bu. “Hercules”. val doz. 13 70 
1-bu. “Hercules”. 15 00 
SCRAPERS. 
Box. 
i ee per doz. $4 00 
Cabinet. 
Cast Steel........ per doz. 60c@75c 
‘oad. 
eS: 7 5 3 
Without run’s, ea.$4 00 375 3 50 
With runners,ea. 4 25 4 00 3 75 
SCREEN DOOR HINGES. 
ee a ee gross, $6 = 
ee 67 
SCREWS. 
Bench. 
Iron, inches.... _ 1 1¢ I} 
$4.00 475 575 
Wood, white ——. _per doz. 3 674 
Hand—Wood.. .. . 659% new list 
re Peer it 70857 
Sera . .: 
— e 
ae 
oe a 
ORs 6.5 Sis 2 - 
farts. "1B 20c 26c one 23c 25¢ 
Wood. 
2. Se 4 | 
ee”. eee @ 
F. H. Bras DakceGc case eee at 
Pe ee ; 
R. H. Brass. .....-.+--00099% 1% 
R. H. Nickei Plated.....--+++° 725% 
SCYTHES - 
Be Ve Be, grass......-- per doz. % 35 


Clover Leaf Dutchman. * ; 4 
Honest Dutchman..... a 7 SU 





wor 


Rnzo 











im 


1 60 
25% 


45% 
30%, 


25 
70 


To 
To 


April 15, 1916. 
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SETS. 


ail. 
Round, common.... 
Square, common.... 


Octagon, common.... 


No. 5, square....... 
Cop point, knurled. . 


Farmers’ Pas teal ep 
ETE 553548 p06 30-6 


Sow. 
Aiken's Pattern..... 
Common Lever..... 





-per doz. $0 33 
: = 42 

“oe 33 
" 7S 

ity 75 
-per doz. $1 20 
Sate aay ae Ko 50% 
“per: doz. $3 50 
: 1 20 


Disston’s Monarch... oH 6 50 
Disston’s X-Cut..... i 12 00 
SES eee = 1 50 
a ee Kia 80 
Nash’s Hand........ a 3 f2 
Nash's X-Cut........ = 4 20 
Stillman’s Lever..... 8 1 30 
Stillman’s X-Cut..... “ 2 50 
SHARPENERS, SKATE. 
NG,  aiikuavoae? per doz. $1 60 
SHAVES, SPOKE. 
a “per, doz. $1 5 198! 85 
See 4 75 
eg Or reer rere Nets 
RR Rael Siete aainneeie ate 15% 
SHEARS. 
Pruning. f 
Buckeye, No. 1...... per doz. $5 75 


Buckeye, No. 2..... 


California Pat., 9-in.. 


California Pat., 10-in. “ 4 00 


Draw Cut, No. 3..... 
Draw Cut, No. 4..... 
ol 14 012 


Henry’s Pat 0 
Per doz...$1 40 2 


10 290 2 80 


ere per doz. $4 00 

Sheep—No. BBA 

aan 6 64 7 

Reg. Grip...... $11 25 1150 12 00 

“4 Grip., doz. 1100 1125 12 25 
een ere 60% 
Tinners'—See Snips. 

SHEAVES, SLIDING DOOR. 
Common. 

Pare 3 4 5 

MSS o524p'5'a 9% $0 60 075 110 
Hatfield’ 

See $0 90 1 30 2 20 


SHELLS—See Ammunition. 
SHELLERS, CORN. 


Mes ps icis Cis swine oo per doz. $6 75 
SHIELDS. 
Expansion Bolt Shields..........60% 
SHOES. 
a ers oe vee OO% 


SHOT—See Am 
— ELS AND 


ono. 2, Woodford.... 
No. 182. > 
Ames’, new list... .. 


munition. 
SPADES. 


“per, doz. " 50 
6 00 


‘ Discount, 124% 
Per doz. 


Neverbreak, hollow bek, blk. ig 75 
4 75 


National. 
Buckeye... ‘* eer 10 00 
Mohawk... “ ae cate 
Drain. 
Iwan’s Perfection.............50% 
Railroad, etc. 
Black Diamond...... per | doz. a 00 
Crescent............ 5 75 
meystone........... e: 8 75 
MN oe 5 40 
eae . 9 oe 
Hollow SS ree <4 4 75 
gal new list..... Discount, 124% 
"Per | ee eee $1 65@$9 00 
Alaska Steel. 
ES re per doz. $3 50 
Long Handle........ 4 3 00 
SINKS. 
Cast Iron. 
PMN... cn sos cnc eee ee es SORlO% 
Enameled, White.......... 50&10% 


Wrought Steel. 
Painted, new list.... 


.. . 4081085 % 


SLEDGES—See Hammers. 


SNAPS, HARNESS. 
TSR ee: 334% 
German Pattern.............- 30&5% 
Judd'’s Pattern... 0, 60% 
. SNATHS. 

louble Ring, Bush..... er doz. $7 25 
atent Loop, Bush..... ° e a! 50 
Patent Loop, Grass.. "6 Fe 

SNIPS, TINNERS’. 

Clover Leaf............00.5. 40&10% 

ashamed ite e 40&10% 

RD Genes ee 50% 
SOLDEL—See Metals. 


SPRINGS, DOOR. 


Reliance. 


Per doz. light, $1 15; 


Star 


Per dos. . light, 90c: 


orrey 


at dog 


P 1 2 3 
er doz... . .30c 35c 40c 54c 


4 


heavy, $2 50 


heavy, 1 35 
.per doz. 1 20 


11 13 
-$0 75 1 35 


sama 


- oo I RS rere 


ed ussinakgnst>ss+e+orae> 
Tr. — Miter.. 


STOPS, BENCH 


SE. OO ee 
CMG NAB. 0 cic t cn cce aces ts 











Steel and cron.........- 40% new list 
(Add, tor a $2.50 per doz. - -) 


SQUEEZERS, LEMON. 


Common Wood........ per doz. $0 70 
Porcelain Lined, Wood.. 1 25 
Boss, malleable iron.... “ 1 20 
Iron Frame, pore’n bowl “ 1 90 
Iron Frame, glass bowl.. “ 2 35 
Little Giant, tin’diron.. “ 4 00 
Drum, japanned....... se 3 60 
Drum, nickel plated. . = 4 50 
STAPLES. 

Blind. 
eer re per tb. 93 @9%c 

EE DO sc. s ois sees “* 8 @8ic 

Fence—less than carload. 
ee per 100 tbs. $2 49 
Galvanized....... si 3 19 

Netting. 

Galvanized....... per 100 tbs. 4 00 

Wrought. 

Wrought Staples, Hasps and 
Staples, Hasps, Hooks and 
Staples, and Hooks and 
rer re 808& 108&10% 

ee en) DOO 75&10% 

STEELYARD. 
Discount 25%. 
STONES. 

Axe. 
mee as Sie outers per tb.53@7 c 
OO | i 9kc 
Woskite.. ene 5 38 ¢ 

ee 60% @60&5% 

Oil— Mounted. 

Arkansas Hard...... per, doz. = 00 

Arkansas Soft.. é 5 50 

PECOR Las «0:20.05 00 ‘per tb. 61@ot 

Oil—Unmounted. 

Arkansas Hard......pertb. $2 40 

Arkansas Soft....... = 1 20 

2 ee i 40 

— 2 nis 15 

Cee i 38 

PMR 55 6085.00 a 40 

Scythe. 

Black Diamond........ per gro. #8 00 
eer rere “ 4 25 
Gem Corundum...... vat 7 50 
Green Mountain..... sa 4 50 
HS ae af 7 00 
PIDHEDOR. 5 oc cis0 oe ses 6 00 
Oy Un " 3 75 


a eee ere per doz. $3 50 
SRM o si cse aac shel a 4 00 
STOPPERS, FLUE. 
COPRIIORS 6.5.6 5:3 0: 4:0:¢:9: 0° per doz. $0 50 
Oe See ee “4 60 
Gem, flat, painted...... i 85 
Gem, cor’d, decorated. 70 
NN Gee hee He ry 90 

gs SRT “  - 70@85 
Skinner’s CommonSense “ 80 


STOVE PIPE—See pipe. 
STOVE BOARDS—See Boards. 


STOVE POLISH—See Polish. 
STRAPS. 

Se AC ree per , doz. prs., $1 80 
eee 60@70 
STRETCHERS. 

Carpet. 
Dk PAC ee per, doz. 83 90 
OT SS eee 5 25 
Malleable Iron....... ” 70 
ee eee ies 6 30 
Me gang 6 Siaheresa ne = 4 50 
Wire 
N. S. Elwood’s....... per doz. $6 00 
O. S. Elwood’s....... * 6 00 
eee " 5 75 
Te rere = 10 00 
Star LOVE. occcercse os 6 25 
Canton Tackle Block. 2 9 50 
od Hee - 6 25 
SWIVELS. 

Malleable Iron......... per tb. $0 10 
Wrought Steel......... per gro. 4 50 
TACKS 

th a a 40&10 

American Wise. .....cccccces 40&10% 
CS 6 rn 40&10% 
oe es 40&10% 
Bg a See 40&10% 
USSR ee ee eae ra a 40&10% 
of 2°: ee 40&10% 
Upholsters’ Wire............. 40&10% 
OS SG 90% 
RT eee errr t per aay 


40& 108 
40& 10% 


TAPES, MEASURING. 


TEE BEVELS—See Bevels. 


TUBS, WASH. 


Standard, Wood. 
Nos 


ys 1 


Dowell. 
Per doz... 5 35 6 35 7 00 


Cedar. 





| ee 25@25&10 
Patent Rend Leather....... e. rete 
Lufkin’s Steel............., ssa 
Lufkin’s Metallic........... 20 @25% 
Lufkin’s Pocket....... Se 30&10@40% 


THERMOMETERS. 
7 Case? o>: A doz. 80c 1 25 
Wood Back.... 7 $2 Coe 12 00 
GINS... tives 12 00 
TIES. 
Bale 
Sing a Oe a 80&5% 
All’: POO MOR so 5's ob csc wae 70% 
Cow—See “Chains.” 
TOOLS, SAW. 
Disston’s Universal.............. 40% 
TRAPS. 
Mole. 
pd ge per doz. $6 00 
Mouse and Rat. 
Holdem Mouse............. $2 25 
pO OE Se ee 4 00 
Sure Catch Mouse.......... 15 
Sure Catch Rat. is.i.cs cscs 60 
Delusion Mouse............. 1 00 
TROWELS 
Brick 
MIC OP EOOE ob 5ie cab Ke Nad weenie 30% 
PUN aco Waleversiaktnsie ehalece 15&5% 
ONO Bia. 5 cook e555 cera brace oie gates 30% 
RMS a esas’ e-ciccncaecelewac.cy 20% 
Plasters’. 
COW OP EES 55-6tsiciesneacemes 40% 
MUMNEMG a 650 015k ae hea oeceae 25% 
WELDON oi baiiesiikaeeceea a 25% 
TRUCKS 
URRY arta. Gh essa gitiate aida each, $2 75 
UMNO 6. orca s:5 b0.s:0ssne ete 50&10% 
Wes. ax new de 1 2 3 
Half Ironed.....$3 00 3 85 5 50 
Full Ironed...... 3 45 450 6 45 


Ex. 


large 


3 
Fadi. .$6 00 700 9 00 11 00 


9 50 


Per doz... 6 10 7 10 7 90 10 80 


Indurated. 
Per doz... 8 55 9 45 10 80 13 50 
Galvanized. 
Dis ROS acktcetea 1 2 3 
POP OM ii acs scan 725 800 9 50 
TWINE. 

Per tb 
3-ply Cotton Wrapping Beir facerana aout 28c 
4" oe le ee 28c 
i “ Extra Wrapping....... 27c 
oe “  Hyvy. ty gl 25c 
4“ re Wrapping on tubes... ..27c 
"oa = * co nes..... 25c 
4 “oe id “ Lil ea 25¢ 
India Hemp, }- > balls Pa ce aedisaets 2Ic 

. = ao. | Sateen ced 20c 
#2 y REM. alo piassn.a doz. 75c 
Pa Es a Se lecasd ea ea'e 6 16c 
es RIN is kd erie nase 15c 
Jute Wrapping, 4-tb. balls.. 14c 
Jute Wool, 1-Ib balls.............. 9ic 
Seins. 
| re ere 9 12 15 
Pe per tb. 32c 3lc 30c 
” eee s c 3lce 30c 
ae “* g8¢ Be  33e 
Staging, 4-tb. ball, size 21...... 264c 
’ da ee 26} 
Se Rac 264c 
Baggin Mp eee Pee 23c 
3- ply, “pe in hanks ee ey dara alia’ 18c 
4- x a ere re 18c 
eect. ee LE re eee 27c 
3- “* Silver Finsh, in hanks... .37c 
Fodder or Lath. 
DEC at ccd hin saad aa ica ea 6ic 
ee Ee eer ere rrr re ee —c 
VISES 
EU OCCT PLOT ORE | 
Phcenix, Oval Slide, 
Inches. . 23 3 34 4} 
Hach..... : $1 ao 1S6 1:3 27 
og 8g See eee 20% 
RE RU aah oi 6 205 cals eda 20% 
Parker’s Swivel Base............ 20% 
Parker’s Re-inforced............. 20% 
Se Se ee 20% 
Parker’s Combination............20% 
SEPP e Tere 40&5%, 
Williamson’s Universal...........60% 





WARE, 
Stove Hollow Ware. 
Plain or'Unground..........:. 50% 
GIG WarGec ccs cccenecceos 45% 
Enameled Ware..............334% 
SCCUas POM gs coc oie eden 60&5'% 


Country Hollow Ware, per 100 Ibs. $3 00 
White Enameled Ware. 


Maslin Kettles............ 60&10% 
Neverbreak Flat and Round 
Bottom Kettles........... 60&5% 

Covered Ware. 

Tin’d and Turn’d..........35&10% 

DMMP fad ols sia sowie oles 45&10% 
Glue Pots. 

DR EENN No ares! nts. owe Rare hae 25% 

BRO hia g'eicin cn cdaun/nes manor 
Enameled. 


Cherry Blossom and Chrysolite.50% 
WASH BOARDS—See Boards. 
WASHERS. 


Standard O. G. cast iron... .per tb. 24c 
Wrought iron in bulk, per, Ib.: 
In. 4 3 4 ; i 1 
9c 6}c 5c Sc 4hc 4hc 4ic 
Wrought steel in 5-fb. boxes, per tb.: 
In. 3 } § 4 1 


4 
We Je Ve Ge Sic Se Se 


WEDGES. 
ys «kao sace iae onto mans per doz. $0 30 
Gates ack nace cneeus per Ib. 103 
ROME > sac erate coe scp aaaiom es 8} 
WEANERS. 
Calf. 
Fuller’s, per doz.. .$2 00 to $2 50 
Tyler's Safe ty, per doz. 1 85 to 2 40 
Carroll's, per doz..... 3 00 to 3 75 
Hoosier, per doz..... 3 5Oto 4 60 
Shaw Perfected Sere 3 00 to 3 75 
WEIGHTS. 
bd) a a per tb. 24c 


Sash—f.o.b. Chicago....per ton, 24 00 
WHEEL BARROWS. 


Common Railroad...... per doz. 17 00 

Heavy Railroad........ = 24 00 

Panama Steel Tray..... “ 39 00 

Klondike Steel Tray.... “ 28 00 
WHEELS. 

eS PE TY 0% 

[En Ik Pra. 75&5% 

Well. Ins. 10 12 14 
Per doz. “33° 00 420 540 15 00 

WIRE. 

Barbed. Painted. Galv’d 
Carloads, per 100 tbs. " 79 $3 49 
Lessthancar “ 2 94 3 64 

Brass. 

a Sh ROE CORP E Pao 20% 
In 1-tb. spools, new IMst........ 50% 


Broom—Tinned.......60&10&10&10% 
Cable—Same price as Barbed Wire. 


Copper. 
TOGO oa kc) Siee lnc dwawvew need 


F eiiaithinaiaity 


Nos. 6 to 9, An’eal’d pr 100 ths. * 49 
Nos. 6 to 9, Galv’d, 19 
Hair—New List.............-.: er 
Market. 
Bright, full bdles........... 75&5% 
Bright, broken bdles........... 70% 
Coppered, full bdles........... 
Coppered, broken bdles.. 688108 
Tinned, full bdles........... 
Tinned, broken bdles....... + eae 
Picture—In coils....... a 
In 5-tb. spools....... per lb..... 
WRENCHES. 
Acme Standard 


Alligator No. 1.. 
Always Ready... 
Agricultural...... 
Ellis Adjustable 
ee es ere 

ORIEN sc ci ncie paces ae 

Ce BIO ic ccccanceveacexs 


Bemis & Call's: 
Adjustable S, 40&5%; Adjustable S 
ipe, 40&5%; Briggs’ Pattern, 
40%; Combination Bright. . Bat 





Steel Handle Nut. ......... 50&5% 
Combination Black..........50&5% 
Merrick Pattern............ 50&5% 
Double End Adj. S......... 40&5% 
WRINGERS. 
No. 500, Royal........ per doz. 34 00 
No. 350, Universal..... be 30 00 
No. 300, Novelty ...... * 30 00 
No. 310, Keystone..... - 30 00 
We, 100. Baivae ios ccess ” 26 00 


No. 380E, Universal.... ih 35 00 
No. 790, Guarantee.... ‘* 41 00 





No. 770, Bicycle....... Ke 37 00 
No. 110, Guarantee.... “* 36 00 
No. 110, Domestic..... " 32 00 
No. 110, Brighton...... si 28 00 
No. 740, Bicycle....... ” 37 00 
No. 22, Guarantee.... “* 36 00 
No. 22, Domestic..... is 32 00 
No. 22, Pioneer....... 28 28 00 
Ns, 2: S00nb. ss écccy SS 25 50 
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ADVERTISERS’ INDEX 


ALPHABETICAL LIST 


Abbott Mfg. Co........--+++eeeers 60 
Allen Co., Inc., L. B.....-+--2eeees 57 
American Furnace Co......+---++++ 9 
American Sheet & Tin Plate Co...... 67 
American Steel & Wire Co.......--- 66 
American Wringer Co........-----+ 66 
Art BtOVe CO... 1. cece cece re cneee 8 
Bemis & Call Hdw. & Tool Co......- 1 
Berger Bros. Co.....--+-+eee+e800% 60 
Bertach & CO......---cecccceceees 61 
Birkenstein & Sons,8........----++ 57 
Black Silk Stove Polish Works....... 14 
Boynton FurnaceCo..........--++- 7 
Brauer Supply Co.,A G.......-++++ 14 
Bullard & Gormley Co...........---- 68 
Cagsens Mfg. Co.........-----+-++> 60 
Champion Stove Co......-.---++++5 5 
Clark-Smith Hdw. Co.........-++++ 61 
oe ee | ene 4 
Clayton & Lambert Mfg. Co........ 60 
Cleveland & Buffalo Transit Co...... 61 
Cleveland Castings Pattern Co...... 15 
Co-Operative Fdy. Co......-...+-+.- 6 
Cooper Oven Thermometer Co...... 15 
Cope Pattern Wks.,G. W.........-- 15 
Cortright Metal Roofing Co......... 59 
Culter & Proctor Stove Co.......... 5 
Dangler Stove Co........----+++00% 2 
Delta File WKS........----++ee+0+ 62 
Diener Mfg. Co., G. W......--.+++5> 60 
Dixon Crucible Co., J......---+++++ 57 
Double Blast Mfg. Co.......-..--+-+ 60 
Dreis & Krump Mfg. Co...........- 61 
Enterprise Mfg. Co. of Pa........... 64 
Friedley-Voshardt Co..........++++ 59 
Gerock Bros. Mig. Co........-+++++ 59 
Globe Ventilator Co........--.-+5+5 60 
Harrington & King Perforating Co... 59 
Haynes-Langepberg Mig. Co........ 2 
BIOMOP BPG. os cccccescscvccvccvecs 63 
| ee 15 
Henry Furnace Co., T. E........... 8-1] 
Highton & Sons Co., W......-.....+. ll 
ey 2 O0, GO. Be ccccscvcccseces 59 
Imperial Furnace Co.............4: 7 
Ee ee 58 
Interatate Mig. C0... ...cccsccccces 10 
Kelsey Heating Co............2.... 6 
SAID 5 oss0000s0n0a0 00 57 
Kirk-Latty Mig. Co................ 15 
fh | Lt Seer rire rrr reir 66 
TN SCTE PEEP Tee ee 3 
Meyer & Bro. Co., F....scccccccece 13 
Michigan Safety Furnace Pipe Co.... 16 
Milwaukee Corrugauibg Co.......... 67 
Monroe Fdy. & Furnuce Uo......... 8 
DEMING 650., We oc cccvevececscces 59 
National Schvuol of PatterD Drafting... 57 
New Standard hdw. Wky........... 65 
Niagara Machine & ‘lool Wks....... 61 
Nickel Plate Stove Pulisu Uo........ 14 
North Bros. Mig. Co............... 66 
Nos Scones sng bGme smn 56 
Quincy Pattern Co..............4.. 15 
ichards-Wilcox Mfg. Co........... 65 
BMIMBON BtOVES CO... vvcccccccosece 60 
Rock Island Mfg., Co.............. 65 
Schwab & Sons Co., R.J...........- 10 
Standard Furnace & Supply Co...... 5 
Standard Ventilator Co............. 60 
Sullivan-Geiger Co................. 57 
PT IRig BOR evar icescsiscccensd 57 
Symonds Register Co.............. 10 
Tuttle & Bailey Mfg. Co............ ll 
XXth Century Heat. & Vent. Co.... 10 
Van Range Co., John............... 4 
Vaughan & Bushnell Mfg. Co........ 65 
Vedder Pattern Wks............... 15 
Walworth Run Fdy. Co............ 14 
MIS Eos nwo se ves wes ow Cade 61 
Wee SME OOD, iS cccccccscccae 15 
Wheeling Corrugating Co........... 58 
See TID, oes cisdbescnsebace 10 
Wrought Iron Range Co............ 9 


CLASSIFIED LIST 


Blow Torches—Gas. 


Allen & Co., Inc., 


i.e. 
Chicago, Il! 


Boilers—Steam. 


Boynton Furnace Co., Chicago, Ill. 
Schwab & Sons Co., R. J., 
Milwaukee, 
Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Wis. 


Bolts—BStove. 
Kirk-Latty Mfg. Co., Cleveland, 0O. 


Brakes—Cornice. 


Bertsch & Co., Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 
Niagara Machine & Tool Wks. 
Buffalo, N. Y. 


Brass and Copper. 


Hussey & Co., C. G., 
Pittsburgh, Pa. 


Caps—Chimney. 


Globe Ventilator Co., Troy, N. Y. 


Standard Ventilator Co., 


wisburg, Pa. 


Ceilings—Metal. 


Friedley-Voshardt Co., Chicago, 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Mullins Co., W. H., Salem, O. 


Wheeling Corrugating Co., 
Wheeling, W. Va. 


il. 


Chisels. 


Vaughan & Bushnell Mfg. Co., 


Chicago, Il. 


Choppers—Meat and Food. 


Enterprise Mfg. Co. of Pa., 
Philadelphia, Pa. 


Chutes—Cellar. 
Interstate Mfg. Co., Oskaloosa, Iowa. 


4 


Coppers—Soldering—Gas. 
Allen Co., Inc., L. B., Chicago, Ill. 


Cornices. 


Friedley-Voshardt Co., 
Mullins Co., W. H., 


Chicago, Ill. 
Salem, 0. 


Crayons—Lumber. 


Vixon Crucible Co., J., 
Jersey City, N. J. 


Cut-Offs—Rain Water. 


Sullivan-Geiger Co., 


Indianapolis, Ind. 


Drivers—Screw. 


North Bros. Mfg. Co. 
Philadelphia, Pa. 


Elevators. 


Kimball Bros. Co., 
Council Bluffs, Iowa. 


Enamel—lIron, 

Black Silk Stove Polish Wks., 
Sterling, Ill. 
Nickel Plate Stove Polish Co., 


Chicago, Ill. 


Faces—Ventilating. 
Highton & Sons, W., Nashua, N. Hi. 


Fencing—Wire, 


American Steel & Wire Co., 


Chicago, Mil. 


Files. 
Wks., Philadelphia, Pa. 
Co., Newark, N. J. 


Delta File 
Heller Bros. 


Flanges—Register. 


Tuttle & Bailey Mfg. Co., 
New York, N. Y. 


Flux—Soldering. 


Allen Co., L. B., Chicago, Ill. 


Freezers—Ice Cream. 


North Bros. Mfg. Ce., 
Philadelphia, Pa. 
‘Furnaces—Soldering. 
Clayton & Lambert Mfg. Co., 
Detroit, Mich. 


Diener Mfg. Co., G. W., 

Chicago, Ill. 
Double Blast Mfg. Co., 

North Chicago, Ill. 
Ringen Stove Co., St. Louis, Mo. 


Gearing—Skylight. 
Weiss & Co., H., New York, N. Y. 


Graphite—Boiler. 


Dixon Crucible Co., J. 
Jersey City, N. J. 


Grilles, 


Highton & Sons, W., Nashua, N. H. 


Grinders—Coffee, 


Enterprise Mfg. Co., of Pa., 
Philadelphia, Pa. 


Gutters—Covered. 
Cassens Mfg. Co., Edwardsville, I1l. 
Hammers. 
Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 
Handles—Boiler, 
Berger Bros. Co., Philadelphia, Pa. 
Hangers—Door. 
Richards-Wileox Mfg. Co., 
Aurora, Ill. 
Hangers—Eaves Troughs. 


Abbott Mfg. Co., Cleveland, O. 


Heaters—Warm Air. 
American Furnace Co., 
St. Louis, Mo. 

Detroit, Mich. 
Il. 


Art Stove Co., 
Boynton Furnace Co., Chicago, 

Co-Operative Fdy. Co., 
Rochester, N. Y. 

Culter & Proctor Stove Co., 
Peoria, Il. 

Haynes-Langenberg Mfg. Co., 

St. Louis, Mo. 

Henry Furnace Co., T. B., 
Cleveland, O. 
Imperial Furnace Co., 
Marshalltown, Ia. 
Interstate Mfg. Co., Oskaloosa, lowa. 
Kelsey Heating Co., Syracuse, N. Y. 
Majestic Co., Huntington, Ind. 


Monroe Fdy. & Furnace Co., 
Monroe, Mich. 


Schwab & Sons Co., R. J., 

Milwaukee, Wig, 

Standard Furnace & Supply Co., 
Omaha, Neb, 


XXth Century Heat. & Vent. Oo,, 
Akron, 0, 
Wise Furnace Co., Akron, 0, 
Wrought Iron Range Co., 
St. Louls, Mo, 


Iron—Soldering—Self Heating, 
Allen Co., Inc., L. B., Chicago, In. 


Jobbers—Hardware. 


Bullard & Gormley Co., Chicago, I. 
Clark-Smith Hdw. Co., Peoria, Il. 


Lubricantse—Graphite. 


Dixon Crueible Co., J., 
Jersey City, N. J. 


Machines—Crimping. 
Bertsch & Co., 
Cambridge City, Ind, 


Niagara Machine & Tool Wkzs., 
Buffalo, N. Y, 


Machines—Tinners’. 


Bertsch & Co., Cambridge City, Ind, 
Dreis & Krump Mfg. Co., 
Chicago, Dl. 
Niagara Machine & Tool Wkzs., 
Buffalo, N. Y. 


Weiss & Co., H., New York, N. Y. 


Metal—Perforated. 


Harrington & King Perforating Co., 
Chicago, Il. 


Metals—Old and New. 


Birkenstein & Sons, §&., 
Chicago, DL 


Mica. 
Brauer Supply Co., A. G., 
St. Louis, Moa 

Miters. 
Friedley-Voshardt C©o., Chicago, 


Nails—BSlating. 


Hussey & Co., C. 


G. 
Pittsburgh, Pa. 


Ornaments—Sheet Metal. 


Friedley-Voshardt Co., Chicago, 


Gerock Bros. Mfg. Co., 
St. 


Mullins Co., W. H., 


IL 


Louis, Mo. 
Salem, 0. 


Paint—Silica Graphite. 


Dixon Crucible Co., J., 
Jersey City, N. J. 


Patterns—Stove. 


Cleveland Castings Pattern Co., 
Cleveland, 0 


y 


Cope Pattern Wks., G. W., 
Detroit, Mich 


Quincy Pattern Co., Quincy, W 

Vedder Pattern Wks., ‘Troy, N. ¥ 

Weller Pattern Co., Quincy, DB 
' Pipe—Conductor. ° 


Berger Bros. Co., 
Philadelphia, Ps. 


Clark-Smith Hdw. Co., Peoria, Ml. 
Friedley-Voshardt Co., Chicago, Hl. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Corrugating Co., 


Wheelin 
sites Wheeling, W. Va. 


Pipe and Fittings—F urnace. 


Meyer & Bro. Co., F., Peoria, IL 


Michigan Safety Furnace Pipe ©» 
" , Detroit, Mich. 


Pipe & Fittings—Stove. 
Hemp & Co., St. Louis, Mo 
















































































































